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Economy for the | 
volume producers-— 
Style for the social 
leaders~—These are 
the reasons why 
the all-steel body 
will dominate the 
industry. 
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Why Bankers Favor Hupmobile 


In many instances bankers 
make the plain statement that 
they have—and prefer to have 
—only three motor accounts 
on their books—and that one 
of these three is Hupmobile. 


Long experience has taught 
bankers the Hupmobile dealer 
policy means a safe, sound 
business for the dealers. 


One feature of that policy is 
Hupmobile’s refusal to place 
dealers into an unfavorable 
position by continuously 
forcing cars upon them. 


Bankers know that when a 


Hupmobile dealer desires cap- 
ital to finance car buying, he 
is borrowing—not because of 
any “loading up” by the fac- 
tory—but because his pro- 
spective business justifies in- 
creased shipments. 


There are, of course, additional 
reasons for the bankers’ pref- 


erence for Hupmobile. Among © 


these reasons, are the stability, 
financial integrity and eighteen 
years’ success of the Hupp 
Motor Car Corporation; the 
mechanical soundness of the 
car itself, and its remarkably 
strong hold upon the more 
prosperous motor car buyers. 
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MOON-DIANA 


The bare announcement of a 
new light Six under $1000 to be 

introduced by Moon in the early 
summer has brought hundreds of 
inquiries from some of the most 
progressive dealers the world 
over. Get the latest news of this 
development. It means at least 
double the volume for the Moon 
dealer. 


tao President 


MOON MOTOR CAR COMPANY 
ST. LOUIS, U.S. A. 


CN 
es MAKERS OF MOON SIXES AND DIANA EIGHTS 
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He will lift 
hoist them out of rivers 
and pick them up from a thousand and one places 


and tow them straight to your shop. 
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There ts one that will fill your 


fit your pocketbook and your service car 


all at the 


value of a Holmes Automobile 
Wrecker is equalled only by the big profitable busi- 


ness it brings to your shop. 
re 


SAAS 
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feed the repair department with the clean- 
same time. 


est and most profitable of all repair work. 


HOLMES WRECKERS ARE 
DOUBLE PROFIT MAKERS 


different prices. 


needs, 
Sold by Leading Automobile Accessory Jobbers. 


ERNEST HOLMES COMPANY 


Chattanooga 


Holmes Wreckers are made in three types at three 
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their owners tremendous profits in towing fees and 
You need a Holmes Wrecker—eventually you will 


With this wrecker one man can bring in single- 
buy one—so get the facts now. 


Holmes Wreckers are double earners for they pay 


handed 99 out of every 100 wrecks. 


them out of the ditches, 


The advertising 
constantly 
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The Most Important Factor 
in Service Work 


Saving time in repair work is equiva- 
lent to making money. When you 
PEEL shims, you save not only time 
and money, but a lot of unnecessary 
and disagreeable work. . 
Just PEEL off the strips of Laminum 
and the job is done quickly and easily. 
For all engines. Sold by reliable 
jobbers. 





igs. 





Laminum 


CUTS TIME 








IN HALF 


and gives a better adjustment than 










any other type of shim. ' 
LAMINATED SHIM PRO 
COMPANY, INC. v2 SSHUTTER 
236—14th Street for all cars 


Long Island City, N. Y. 
St. Louis: Mazura Mfg. Co. 
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“Thru your jobber — 
his service is economy” 








“Re 


T-281—Pulley- = 2.8 
Driven Model, v.—" : cs 
dle for hand | : 
driving. Price 
$29. (West of 
Rockies $30.) 
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STEVENS 


VALVE FACE GRINDER 


POWER-DRIVEN, precision valve face 
grinder with the capacity and stamina of the 
most expensive models— at a price every shop can 





ster = po aoe 

All ready to hook up to your shafting or to your Driven Model 

motor! with \% he. AC 
° 7 a M - i 

And with Stevens Valve Face Grinder you get, in $70. (West. of 

addition, the following valuable attachments: Rockies $72) 

With DC Motor 


Holder for sharpening all size drills. 

Rest for holding chisels and screw drivers. 
Slot for holding wood chisels, shears, etc. 
Holder for facing valve stems and piston pins. 


Wheel Dresser for keeping face and top of 
wheel in condition. 


$5 extra. 














NP NODE 


Write for new Handbook 18 . aa m 
showing action pictures of all Nae a ee 


““Speed-Up”’ Tools. 


Largest 
Line of STEVENS & COMPANY 


Special ew roe OS, ae Be. 
Automotive 
Bele) ks 












Stevens 5 
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5 reasons why the 

Studebaker franchise 

erows more valuable 
every day. 


One-Profit Value 
Unit-Built Construction 
Always Kept Up-to-Date 
*USED CAR PLEDGE 


Lowest Time-Payment Rates 























This symbol means that Studebaker prices do not 
include the profits of outside body-makers 








‘The Studebaker 
dealers’ Used Car 
Pledge 1s a good ex- 
ample of the sound 
merchandising poli- 
cies that Studebaker 
builds for its dealers. 
Studebaker never 
misses an opportuni- 
ty to make the dealer 
amore prosperous 
business man. Stude- 
baker spends a large 
appropriation annu- 
ally in national ad- 
vertising featuring 
the Used Car Pledge 
and building prestige 
for the Studebaker 


dealer. 


The Studebaker Corporation of America 
South Bend, Indiana 


T HI § I$ A STUDEBAKER YEAR 
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Here Are Two Big Hits 


Both of Them Money Makers 


for You 








Replacement 
Generator Field Coils 


Any new service shows quickly whether it is going to be popular with the 
trade. Sometimes a few days are enough. 


Our new Replacement Generator Field Coil service “hit” the first week. 


And now—at the end of two months—the volume is ahead of the mark 
we estimated for the end of the summer. 


Start now to take advantage of this new and original service. Quit retap- 
ing Oil-soaked coils. Use U. S. Replacement coils. You sell more parts 
and build a bigger paying business. A small assortment will fit more than 
100 car applications. They are uniform in price—for Fords $1.50—all 
others $3.60. These are list prices subject to discounts to dealers and 


distributors. Conveniently packed—Fords 10 in a box, others one to 
a box. 


A small investment gives you a complete stock. ORDER TODAY 
AND TAKE ADVANTAGE OF SPECIAL PRICE ON YOUR 
OPENING REQUIREMENTS. 


Guaranteed Armature Service 


This is the service that first revolutionized the busi- Combine these two services, as others are doing, and 
ness of armature rewinding. Almost from the be- 


you will have the most economical and productive 
ginning it has been necessary for us to keep on hand arrangement on your electrical requirements, at low- 
a stock of 8,000 armatures, from which we ship the est possible prices. WRITE FOR OUR COM.- 
same day we receive yours from the transportation PLETE PRICE LIST. IT’S FREE. 
company. List prices—Fords $1.50—Miscellaneous 
Types, $3.50. 


Special prices for Dealers and Distributors. 








Also ask about our Special Repair Service for all 
types of electrically driven tools and shop equipment. 


Many jobbers are selling our complete service. 


U. S. Armature & Motor Service 


(Division U. S. Auto Supply Co.) 


11-17 S. Desplaines St. Chicago 
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VER four-fifths of all makes of motor vehicles 

in America are equipped with Timken Tapered 
Roller Bearings. But considering trucks and buses 
separately, the Timken showing is even stronger— 
more than nine-tenths of all makes of commercial 
vehicles are Timken-equipped! 


Where purely financial considerations rule, Timken 
Bearings rule overwhelmingly. The only answer 
can be sheer brute endurance and scientific design. 


Timken Taper inherently provides more load area. 
Timken-made electric furnace steel puts the finest 
material where motion would otherwise be most 
destructive. And Timken positive roll alignment is 
assurance that the theoretical advantages of the 
Timken idea are actually realized on the job. 


Not only is specified capacity obtained in less space 
by using Timken Bearings, but they also carry thrust 
without added parts. Mountings can therefore be 
more simple and lighter, with improved accessibility. 


Also eliminating excess friction, Timken Bearings 
save power and lubricant while guarding against 
depreciation. You can have all these economies in 
trucks which meet your needs, since there are so 
many Timken-equipped makes. 


NI] 
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THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 
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WEED 
BUMPERS 
Sell and Satisfy 


EED Bumpers not only prevent 

damage to cars in traffic, but they 
really “absorb” energy of heavy blows. 
This is attained by proper weight distri- 
bution of tough tempered spring steel, 
with a deep shock space. 


In addition, WEED Bumpers are pleasing 
to the eye—they enhance any car’s ap- 
pearance. And they hold their finish. 
Nickel on top of a heavy coat of copper- 
plate gives WEEDS that mirror-like luster 
which matches other nickeled parts of 
your car. 


WEED attachments have a reputation 
for fitting. They are quickly installed 
without drilling. Once on, they become 
mechanically part of the car-frame— 
shocks will not loosen them. 


These are reasons why WEEDS sell and 
satisfy. 


There’s good profit in WEED Bumpers— 
contract now for your year’s demand. See 
your jobber, or write direct to 


AMERICAN CHAIN COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 


In Canada: Dominion Chain Co., Limited, Niagara Falls, Ontario 


District Sales Offices: Boston + Chicago - New York -: Philadelphia 
Pittsburgh + San Francisco - 


World’s Largest Manufacturers of Welded and Weldless Chains for All Purposes 


Sensible Protection—Fore and Aft 
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No. 3000 Front 
No. 3001 Rear 
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No. 2008 Front 
No. 2009 Rear 
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No. 2001-A_ Front or Rear 
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No. 2000-A Front or Rear 
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WEED FENDER GUARD 
~NO:4000A~ 











No. 4000-A, 4001, 4002 
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WEED FENDER GUARD 
NO. 4003 


“ 








Special fender guards 
for all makes of cars 





including may 
Ford, Chevrolet, Overland —ashiisish 
and Star for your salety 
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What Makes a Small 
Car Small 


States are hardly in the same class with the small 

cars of Europe, particularly when power plants are 
compared. In piston displacement the small cars of the 
American market rate along with the larger vehicle of 
European design. 

In race car design, however, we have closely followed 
the Kuropeans in reduction of piston displacement, as 
evidenced at Indianapolis on May 31, and our small engines 
demonstrated on that occasion complete superiority over 
the particular European 


Scie automobiles as made and sold in the United 


But in order to get satisfactory operation of any motor 
vehicle a good deal of actual power is required and this 
the Europeans undertook to supply by speeding up the 
revolutions of the crankshaft. At the same time the high 
speed gave a smoothness and finish to the operation that 
was desirable. “ 

As an example of the contrast between the American 
and the European small car let us consider the Chevrolet 
and the British Austin. The Chevrolet has a piston dis- 
placement of 170.9 cubic inches and a rated horsepower 

of 21.8. The small Austin 





entries that they had to 


has a piston displacement 















































contend with. of 45 cubic inches and a 
b= Some “Small” Ones Compared heen 
e studying e 
possibilities of ee lion = ~ ae — ———- _— small car of the Austin 
: piston ispiacemen are compare wi ‘uropean 
ing some of the European small cars. It will be seen that in comparison the type — a 
ve of — ie — American product might well be called large. ~ deliver oh os Ve 
vehicles made here for the of power at cou e 
home market. In _ fact, FRENCH CARS obtained from a car of the 
some manufacturers are |) mane Wheel Beresr’ its, "Disp, |] Chevrolet type. Yet the 
known to have produced Amil Car 91 2.16x3.74 4 54.8 problem ie gy Ay 0 
Citroe 88 2.16x3. : in 
fluence of Ruropean smalt || Penseet so sexed © 4 402 TN lant and get the 
car design and it is likely ITALIAN best possible operation. To 
that such vehicles will be Fiat 100 2.24x3.81 4 60 do this they naturally 
on the market in the near BRITISH speed up the engine and 
future. | oi ie aguas ‘ os make greater use of the 
Just how far American Austin _..... 75 2.2x3 ‘ 5 lower transmission gears. 
: Austi 102 2.83x 
engineers have gone or sa “a ——— 203 ® 7x37 ‘ 94 They take care to get the 
go in the direction of Rever ....... wud 104 2.3 4 65 best possible carburetion 
how ‘the public will, take AMERICAN gy agli a 
he on 7 a Se meer Chevrolet 103 3 11/16x4 4 170.9 y 8 
the product, are matters of a 100 394 x4 4 176.7 operation, and a degree of 
vane g ; pgm Svertnat pe 3M “ , — - nr to 
‘e we want to consider $1ze, surprising. 
briefly the respective char- 

















acteristics of the European 
and American small cars and look somewhat into the 
probable trend of public acceptance. 

The European small cars have been developed to meet 
definite conditions existing in the old world. One of these 
conditions is the matter of taxation. Officially Europe 
still regards the automobile as a luxury and proceeds to 
lax it as such. The tax in most cases is levied on the 
horsepower rate which is determined largely by the same 
factors which determine piston displacement. 

To build cars, therefore, that the public could buy and 
operate without exorbitant cost, it has been necessary for 

€ European makers to use engines of small bore and 
stroke. The result is a vehicle of low horsepower rating. 


of chassis and bodies. 





These conditions also 
require extreme lightness 


The cars are built low and the 


bodies are lightly but strongly constructed, but in general 
they are made for use on paved roads and could not be 
expected to endure the rough treatment at the hands of 
roads that most American cars get. The increase in im- 
proved highways in this country is one factor that will 
permit the use of lighter cars. 

It is reasonable to expect in this country cars that will 
be light and low, like those of Europe, but long enough 
and wide enough for comfort, with engines that will 
approach the small dimensions of the European type but 
still be large enough to go wherever wanted with a mini- 
mum of gear shifting. 








A Banker's View of 
How Used Car 


A Report Submitted to Six Dealers in a Mid-W estern City by the Bank That 
Handles Their Accounts, Showing That 75 Per Cent of the 


Dealer’s New Car Profit 


Is Thrown Away in Reck- 


less Trading for Old Vehicles 


A VOLUME of $2,109,633.70 in a year by six automobile dealers in a typical mid-western town of approximately 


10,000 population. 


That is the first picture and seems to be a glowing one. 
up solely of car sales, exclusive of service and accessories. 


period. 


The next picture is volume of $1,745,487.39 made 
This is the record of these same six dealers, in the same 


Then the shroud is pulled aside and we get a view of the corpse—a net profit on new and used car sales of $11,- 
804.97, also spilt six ways, or a net profit per dealer for one year of $1,967.49. Remember, the total car sale volume 
was $1,745,487.39, yet each dealer put in the bank at the end of the year, only $1,967.49 from the sale of cars. 


When the inquest was held, it was found that the automotive burglar, the used car, was the wielder of the knife 


that slashed the throat of profit. 


This is the story of the inquest. 


The name of the town, the name of the bank, and the names of the six dealers are withheld for obvious reasons. 
It is an actual happening, however, and no fairy tale, and has its counterpart in a good many more cities both 


large and small. 


When the banker began checking things he compiled this report and submitted it to the six dealers he was financing: 


The Banker’s Report 








Business Done by Six Dealers in 1925 












































Item : New Cars Used Cars Parts and Acces. Service Total 
TEE «xcxcnnsitrenesncninetntnsniiemmebsmmnunnits 1,469 i (ill atl 2,952 
I I as eneesccinisvnsecensecivces —— $1,314,098.60 $431,388.79 $245,206.74 $118,939.57 $2,109,633.70 
a 1,108,994.45 403,139.51 179,794.93 109,945.41 1,801,874.10 
Gross profit —.......2..00.020.. 02. 2.2e eee eee 205,104.15 28,249.48 65,411.81 8,994.16 307,759,60 
Operating expense .............................. 156,722.53 64,826.13 a = =—=§S=—stéicniiemtanmmmeniiin 259,632.08 
BIE. sinissascimcnnniineiinmnninnennnensnsigenemnemnentis $48,381.62 $36,576.65 (Loss) $27,328.39 $8,994.16 $48,127.52 
Miscellaneous profit ............................ 10,078.52 

ee Se er a .______.__.._. csicasnaneenennebseneannensnsenniaunbiiiiaeaania anneal $58,206.04 
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N analysis of the above consolidated statement of the 
automobile dealers doing business with the bank, 
the business of which dealers comprises more 
than 90 per cent of the automobile business trans- 

acted in this city, shows the following facts: 

The automobile dealers, for the year 1925, succeeded 
in retaining as profit out of every dollar of sales made 
by them, the sum of 2.7 cents. There were 14 more used 
cars sold than new cars. The average selling price of a 
new car was $894.55. The average cost price of a new 
car was $754.93. The average gross profit on each new 
car sold was $139.62, of which profit, $106.61 was used 
in the form of selling and operating expense charged 
to the new car department, which left an average net 
profit on each new car sold by the six dealers mentioned 
of $33.01. 

The average selling price of each used car accepted 
as a trade-in was $290.88. The average allowance made 
by dealers for each used car accepted as a trade-in was 
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$271.84, showing a gross profit on each used car sold of 
$19.04, but the average selling expense on each used Cal 
handled during the year was $43.71, resulting in an avel- 
age net loss on every used car handled by the dealers 
mentioned of $24.67. 

These figures indicate that 74 per cent of all the profits 
on new car sales made by these dealers during the yeal 
was paid out on used car transactions. 

Not one dealer in the city broke even on his used cal 
department; and it is our opinion that if proper deprecia 
tion had been taken on the used cars in the hands of the 
dealers on December 31, 1925, at least $5,000 and possibly 
$8,000 additional loss would have been shown for the yea! 
on the used car department conducted by the dealers whose 
business is covered by this report. 

This consolidated statement also shows that it cost all 
dealers an average of 15 per cent of the selling pric 
of used cars to handle the business, make the sales an 
carry the expense of the department. The record of the 


Motor Ag? 


year's 
actua. 
amoul 
dealer 
were 
ers to 
on th 
in the 
more 
cars \ 
It 1 
cars ¢ 
to be 
profit 
every 
of th 
each 1 
If ¢ 
discov 
dealer 
a cas] 
facts 
prove 
demal 
or be 
troub: 
many 
Certa 
rectec 
Eve 
lost n 
new ¢ 
used 
used | 
two 1 
handl 
new ¢ 
thay 
Every 
a ni 
parts 
ies, 
mad 
their 
tions, 
even, 
acon 
In 
auton 
ness 
In gr 
With 
Ceptic 
reflec 
bus 
used 
men 
deale 
1926, 
temp 
deale 
ing 


June 


ly 
de 
ne 
ne 
ife 


ns. 
ith 


—_ a oe 8 ee al 
© 
+ 


oD 
pate) 
3 


velr- 
ers 


ofits 
yeal 


car 
2c ]a- 
the 
sibly 
year 
hose 


t all 
price 

and 
* the 


4gé 


Traders Skin Dealers 


year’s business shows that the owners of the used cars 
actually out-traded the automobile dealers an average 
amount of $24.67 for each care taken in by the automobile 
dealers. In other words, the owners of these used cars 
were good enough business men and shrewd enough trad- 
ers to “skin” the dealers out of 75 per cent of all profits 
on the new car sales by the simple process of turning 
in their old cars at an average price of $24.67 per car 
more than the figures of the business show that these used 
cars were actually worth. 

It is a very sorry condition when the owners of used 
ears can force the automobile dealers who are presumed 
to be good business men, to give up 75 per cent of their 
profit on all new car sales. This is equivalent to selling 
every new car at a discount of approximately 3 per cent 
of the retail price, or an average discount of $27.00 on 
each new car sold. 

If every cash purchaser were to insist on a 3 per cent 
discount off the regular retail price of new cars, the 
dealers would undoubtedly think it was preposterous for 
a cash customer to ask for such a discount, and yet, the 
facts as shown by the statements of these businesses 
prove conclusively, that the trade-in customers have been 
demanding and actually receiving a discount of 3 per cent 
or better, and in addition, the dealers have taken the 
trouble to handle their notes, guarantee their payments, in 
many cases, and assume the risk of foreclosure, loss, etc. 
Certainly, this reflects a condition that ought to be cor- 
rected. 

Every dealer made money on new cars. 
lost money on used cars. 
new cars than used cars. 


Every dealer 
Only one dealer handled more 
One dealer handled three more 
used cars than new cars. One dealer handled 26 more 
used cars than new cars. One dealer handled practically 
two used cars for every new car sold. Another dealer 
handled approximately one and a half used cars for every 
hew car sold. A sixth dealer handled 31 more used cars 
than new ears. 








From this bank’s viewpoint it certainly is not good 
business for us to finance dealers who allow the owners 
of used cars more money on their trade-ins than they 
are entiled to receive. ..We are establishing a require- 
ment applicable to all automobile dealers transacting 
business with our bank that a detailed statement of 
all used cars sold during the preceding month shall be 
compiled and filed with the bank not later than the tenth 
of each month. This statement will show the make of 
the car, its description by number and model, the date 
it was received by the dealer, the allowance made by 
the dealer as trade-in value, the amount expended for 
repairs and reconditioning, the amount added to cover 
the cost of overhead expense, the selling price, and the 
net profit or net loss accruing to the dealer on each used 
ear sale.—From the Banker’s Message to his Dealer 
Clients. 








situation. We think our local situation is the result of 
competitive conditions. Each dealer appears to be afraid 
to say “No,” and apparently is unwilling to allow another 
dealer to make a sale if he can help it, the result being 
the dealers are actually giving away their profits on new 
cars rather than pass up trade-in deals which competitors 
might make. 

From this bank’s viewpoint, it certainly is not good 
business for us to finance dealers who allow the owners 
of used cars more money on their trade-ins than they 
are entitled to receive. We are establishing a require- 
ment, applicable to all automobile dealers transacting 
business with our bank, that a detailed statement of all 
used cars sold during the preceding month shall be com- 
piled and filed with the bank not later than the tenth 
of each month. This statement will show the make of 
the car, its description by number and model, the date 
it was received by the dealer, the allowance made by 
the dealer as trade-in value, the amount expended for 
repairs and reconditioning, the amount added to cover 
the cost of overhead expense, the selling price and the 
net profit or net 
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a nice profit on 
parts and accessor- 
les. Four dealers 
made money on 
their shop opera- 
tions, one broke 
even, and one had 
4 considerable loss. 

In the main, the 
automobile busi- 
hess in this city, is 
In good condition, 
with this one ex- 
ception, which is 
tellected by the 
business in the 


Used ear depart- 
ment, of each 
dedler, During 


1926, we shall at- 
tempt to assist the 
dealers in remedy- 
ing the used car 
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“ALL IS NOT GOLD THAT GLITTERS” 


June 10, 1926 

















loss occurring to 
the dealer on each 
used car sale. 

We trust’ the 
dealers will not 
view this action as 
an arbitrary or un- 
necessary require- 
ment, but for the 
good of the auto- 
mobile business in 
general and _ in 
order that the 
bank may continue 
to carry its auto- 
: mobile accounts 
with safety, we 
have decided to en- 
force the making 
of these monthly 
reports as a re- 
quirement for the 
granting of credit 


(Continued on page 34) 
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GEORGE BRITTEN 


Prize salesman of Seattle Motor Co., Seattle, Wash. 


SK for the order”’—says Star Salesman. 

“If I don’t say anything else to a prospect, I 
always ask for the order.” 

This is the only hard and fast rule that George 
Britten follows in selling automobiles. It must be a pretty 
good rule, for Britten is the star salesman of the Sands 
Motor Company, Studebaker distributor in Seattle, Wash. 

He sold and delivered 32 automobiles in April, and the 
first week in May added 9 more to his credit. 

“Sell a car a day,’ makes a nice slogan for the sales- 
manager, but few there are who can consistently average 
this, especially in a city of only 375,000. 


Britten is not an oily-haired, smooth-tongued “sheik” 
of the parlor tea variety; but a hard-hitting, straight- 
shooting Son of Erin—always neat but never flashy, whose 
enthusiasm just bubbles over, and whose ready smile 
is a great help in coaxing prospects over the hard places. 
He has been with his present firm six years and prior to 
that sold cars in San Francisco for three years. 


We watched him make a sale. A man and his wife 
came into the show room. The salesmanager was on 
the floor, and learned that they were interested in a sport 
roadster. Then began the usual sales talk. Britten 
happened along. The prospects were turned over to him. 

“Wonderful little car, isn’t it? Last one we’ve got in 
stock. Better leave your order today.” 

The man smiled. “Not so fast, young man.” 

“Why not today? You want this car, don’t you?” 
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By Asking|t 


Britten Sells 


Studebaker Salesman’s Record for Apmil 
Was 32 Automobiles and the First 
Week in May He Took 
Nine More Orders 








Car a Day Sales Program 


— ER interview a prospect without asking 
for the order. You may wonder why I enthuse 
about this point, but I am taken by surprise time 
and time again. Many give me the order long 
before I expect it, and sometimes when I dont 
expect tt at all—From the sales philosophy of 
George Britten. 








“Well, I guess that’s right,” the wife agreed, 

The sales manager smiled and shrugged his shoulders. 

In less than one-half hour the party drove off in the 
roadster... 

This, no doubt, was an unusual case, but it’s a ten to 
one bet that many salesmen would have gone through 
their cut and dried sales talk—consumed needless time 
and possibly prompted and permitted the prospects to 
shop around some more. 

“Do you always work that fast?” the writer asked 
Britten. 

“I would if I could, of course, but the sooner I get 4 
chance to ask for the order, the better I like it. You 
never know when a prospect is ready to buy. He may 
have his hand on his check book, waiting for someone t0 
ask for a check. It’s a cinch that he’ll never give you 
the order unless you ask for it. When a prospect comes 
into a show room, I assume that he’s a live one. What 
he needs most is someone to coax his name on the dotted 
line. He generally wants to sign, but just can’t make 
up his mind. When you tactfully push him over the line, 
and he gets his hands on the wheel of his new car, he'l 
be tickled pink that he did it, and wonder why he didnt 
do it several months ago. 

“Honestly, I’ve seen automobile salesmen talk and talk 
and talk—just scared to death to get down to brass tacks 
and ask for the order. Sales fright, I call it. 

“When I ask for the order, I’m not particular whethe! 
the prospect says ‘yes’ or ‘no.’ They begin to talk. They 
tell me what kind of car they are driving, if any; what 
features they like or don’t like; what cars they have 
looked at. If they are ready to buy, I save a lot of breath; 
if not, I get a clue as to the reason. I can load my gu! 
accordingly, and shoot intelligently. I generally get 4 
chance to ask for the order several times, before th 
interview is over. 


“People these days buy by comparison. In selecting | 
suit of clothes or a piece of real estate, the intelligen 
buyer chooses by comparing with other goods of the same 
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For Lhe Order 


A Car a Day 


variety, aS well as comparing the 
prestige and reliability of the 
manufacturer or dealer. When- 
ever 1 am compelled to make a 
sales talk, I keep these two things 
inmind. I go over the car point 
by point, calling attention to cer- 
tain typical features—never men- 
tioning a competitive car, but 
urging the buyer to notice the 
features I mention and COM- 
PARE THEM WITH OTHER 
CARS. I rarely discuss abstract 
mechanical principles, for the 
average prospect does not under- 
stand them, and is satisfied to assume that in the stand- 
ard makes of cars, mechanical problems have been largely 
solved by the manufacturer. 


“But there are other points of comparison that the 
prospect does understand—tacks exposed in the upholstery, 
kind of upholstery, gage of the sheet metal used, whether 
plate glass or ordinary glass is used, kind of wood in the 
body, whether hard wood or gum wood. Of course, with 
the customer who understands the nature of a machined 
‘rankshaft, or other similar mechanical specifications, I 
must be ready to talk intelligently, not only about the car 
'm selling, but about competitive types. I spend con- 
‘iderable time in competitors’ sales rooms, looking over 
the models ag they appear, getting all the literature I 
‘an, and listening to the salesmen make their plea. It’s 
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By MANDUS E. BRIDSTON 


Britten demonstrating sturdiness of car to 
prospect. 





Going into the fine points of a car to an 
interested prospect of the gentler sex. 


quite a job to keep abreast of all 
the cars, but a successful sales- 
; man must take time to do this, or 
_\, a shrewd buyer will find him out 
m® > some day—and incidentally he'll 
lose many sales. I never knock a 
competitive car, but always in- 
vite comparison. To do this a 
salesman must know ‘the other 
fellow’s merchandise as well as 
his own. 

‘However, I always try to stay away from details, for 
too many specifications make a prospect dizzy. I sell the 
car ‘as is’—the satisfaction of having ample power, neat 
lines, fine appointments, long life, quietness and smooth- 
ness of operation. Further than that the average pros- 
pect isn’t interested. But they do like to know that the 
manufacturer is so and so; that he has made cars for 
so and so long. They like to know about the fine service 
of the ‘house.’ That’s why I make it a point to have a 
live prospect meet the ‘boss,’ say hello to the service 
superintendent and as many of the staff as I can. I make 
the visit. to the show room informal—to give him the 
feeling of ‘at homeness,’ always assuming, as I introduce 
the prospect, that his order is as good as made out, and 

(Continued on page 34) 
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BILL FIXIT STORY No. 20 


REVIOUS installments in this series by A. H. Packer 

were published March 19, April 2, April 16, May 7, 

May 21, June 18, July 30, August 13, September 3, 
September 24, October 22, December 10, and December 31, 
1925; also February 11, March 11, April 1, April 22 and 
May 20, 1926. 

SYNOPSIS: Bill Fixit'’s electrical trouble shooting men 
start on a trip in a Speedway car. They stop at various 
placs along the way and in a mining community are 
robbed of all their money. This necessitates getting a 
job with the local electrician, to whom they give some 
helpful information gained in working in Bill Fixit’s 
garage. Directional radio is used by government agents 
in locating a gang of crooks and the boys’ money is 
recovered. The trip is continued and the night after 
leaving the mining town they stop with Barney Oldfield 
Smith, an amateur race driver and help him with a 
magneto job, where a new condenser is needed. After 
getting a number of electrical pointers from Bill Fixit’s 
men, Barney decides to open an electrical shop. Several 
jobs come in, the service work increases and a stock 
of electrical accessories is added. At Barney’s request, 
the Red Head explains simple generator principles and 
promises to show in future discussions thirty-five kinks 
that ean be used in generator work. 











—_— 





ED DOG LAKE, named after an Indian chief, is a 

broad body of water, fed by streams from the 
mountainous district around Coal City. Above 
Coal City the mountain streams are filled with 
trout, but below the town few fish are left. The coke 
plants and tanneries, products of our boasted civilization, 
have killed the bass and trout, leaving the turbid waters 
to the suckers and bull heads. 


Eighty miles of nature’s cleansing process finds the 
waters somewhat purified where they meet the lake and 
here the pickerel thrive, while occasionally a bass or pike 
is caught, although these are rare. 


To Red Dog Lake, the boys decided to go for a fishing 
jaunt. “I’m going to try my luck at trolling,” said Valvy, 
who had used that method successfully in the lakes around 
Westville. 


“Go to it,’ said Barney, who knew every inch of the 
lake shore. “It’s a hard job, though, now that the level 
is raised with the new dam. If you get too far from shore 
the water is too deep and you get no fish and when you 
get in close, you catch more brush and snags than any- 
thing else, because they are just under the surface.” 


It was a beautiful Sunday and well spent, but even with 
Barney as guide, the boys got no fish, and as they came 
back to the Smith home that evening, Valvy said, “Why 
did they want to put in a dam? Looks to me like it 
spoils everything.” 

“Case of getting water power that can be depended on,” 
said Barney. ‘‘Without the regulation that the dam gives 
they had too much water for the power needed at some 
seasons of the year and at others the town had to get 
along with about half of the lights working. Now with 
the water regulated conditions are much better, for the 
lake acts as a reservoir.” 


“There’s something I want to know about regulation,” 
said Barney, “‘but it doesn’t have to do with water regula- 
tion. The Red Head was explaining some of the simple 
generator principles that are used in making electricity 
that will flow in one direction, and if he isn’t all in I want 
him to show me some more dope on generator principles. 
We’re starting to get a bunch of work into the shop now 
and I need all the hints I can get. It’s funny about that 
display case out by the gas pump. It seems to sell folks 
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(senerators 


Bill Fixit's Men Have 
High Water Gives 
Explaining Gen 


on our shop as much as it sells the actual accessories. | 
guess a bright and snappy appearance helps in more ways 
than one.”’ 

“All right,” said the Red Head. “The best thing I do 
is talk and make sketches and if you fellows can stand it, 
I can. Before we talk about regulation, however, we 
want to lead up to it by taking up a few points in connec- 
tion with figuring out the charging current that would go 
to the battery, depending on the voltage that a machine 
develops. 

“In this sketch (Fig. 1) we will assume we have a 
generator with permanent magnets and that the mag- 
netism through the armature is always of the same value. 
This may not be exactly true and might not suit some 
of the engineers, but it helps to explain what happens. 
In between the poles of the magnets we have the armature 
which consists of an iron core with winding connected to 
the various bars of the copper part, which we call the 
commutator. Then we have the brushes which connect 
to the right coils so that we collect current which is 
always going in the same direction. That is why we call 
it direct current. 

“We will now figure that the generator (Fig. 1) is 
connected to a 6 volt battery and is run at various speeds. 
The battery is of course trying to discharge or send out 
current, exerting a pressure of 6 volts in this endeavour. 
The generator is producing no voltage when the armature 
is not rotating and when the armature is turning it pro- 























Table Showing How Voltage and Current 
(Fig. 1) Will Change With Armature 
Speed 
Generator Battery Generator Voltage Amperes 
R. P. M. Volts Volts Difference Flowing 

0 6 0) 6 15.0 Dis. 
100 6 1 5 12.5 Dis. 
200 6 2 4 10.0 Dis. 
300 6 3 3 7.5 Dis. 
400 6 4 2 5.0 Dis. 
a 00 6 D 1 2.5 Dis. 
600 6 6 0 0 
700 6 7 1 2.5 Ch. 
800 6 § 2 5.0 Ch. 
900 6 9 3 7.5 Ch. 
1000 6 10 4 10.0 Ch. 
1200 6 12 6 15.0 Ch. 
1400 6 14 § 20.0 Ch. 
1600 6 16 10 25.0 Ch. 





duces a voltage that increases with the speed at which the 
armature wires cut through the magnetic field produced 
by the magnets. 

“If we are to figure the amperes that flow we also have 
to figure on a certain resistance in the circuit. Referring 
to this other sketch (Fig. 2) which represents the arma 
ture circuits simplified, we will figure that each armature 
coil has .1 ohm resistance. The four coils at one side 
of the armature will then have four times that resistance 
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erator Regulation. 


or .4 ohms and as there are two of these armature paths 
in parallel it makes it easier for current to go through 
the armature, so the resistance will be half as much 
as for one side, or .2 ohms. 

“We will now figure that each brush and contact gives 
a resistance of .1 ohm which added to the armature resist- 
ance gives .4 ohms resistance to be overcome by any volt- 
age that is acting in the circuit. We will say that the 
wiring resistance is small and we will neglect it. 

“Now let’s assume that at 600 r.p.m. the generator 
is producing exactly 6 vofts which is trying to send current 
in at the positive battery terminal 
while at the same time the battery is 








By A. H. PACKER 








“Now we will pretend that the generator turns at 100 
r.p.m. instead of at 600 and therefore produces 1 volt 
instead of 6 volts. We now have 6 volts trying to dis- 
charge the battery and 1 volt trying to charge it. The 
difference is what sends the current, rather than either 
the 1 volt or the 6 volts. We accordingly have 5 volts 
acting in the circuit and this method of figuring holds 
good in charging a lot of batteries in the battery shop 
as well as in charging one battery on the car. 


“To find the current we take the voltage and divide by 
the resistance, so we divide 5 by .4 and get 12.5 amperes 
as the discharge current flowing. This means that our 
machine is not yet acting like a generator but is really 

operating as a motor because it 





draws current from the battery. The 





down the engine until the ammeter 


we will notice that as the speed gets 


exerting exactly the same electrical current through the armature will 

pressure trying to send current out also help it to run. 

at the positive terminal. The ques- “Now if we speed up the machine 

tion is, What will happen?” so as to generate 2 volts at 200 r.p.m. 
“Burn up the wires,” said Barney. we will have only 4 volts difference 
“Bum guess,” said Valvy. ‘“‘Noth- - and only 10 amperes flowing. We 

ing happens at all. It’s the thing can now lay out a chart or table 

you see on every car when you slow | showing the current that flows and 


hand is exactly on the zero point and 
shows neither charge or discharge. 
The cutout has not opened as yet 
and the generator and battery volt- 
ages exactly balance each other.” 
“It’s like a tug-of-war,” said Red. 
“Where each side is pulling the same 
amount, there may be a terrific 
strain in the rope, but no movement. 
As soon as one side pulls more or 




















over 600 r.p.m. that the current is 
now charging current instead of dis- 
charge current, for the generator 
voltage now predominates and forces 
the battery to take the current. Be- 
low 600 r.p.m., however, the machine 
is drawing current from the battery 
and is therefore acting as a motor. 

“You do not have to work around 

















; ears very long to know that hardly 
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Fig. 2 
Simple armature circuits used in getting an idea of 
the resistance of armature and brushes 





Fig. 3 
At left: Simple generator with self excited field. 














June I0, 1926 


15 









































ns 








By TOM WILDER 


pap 23 











Believing that the impression 

created upon the customer as he 

enters is important, an immense 

amount has been spent on bronze * iia 3 

doors and grills which give en- ee ee ee ae 
trance to the showrooms 








A show room of surpassing beauty. From its harmoniously tinted floor to its lofty ceil- 
ings there is nothing that could jar upon the most sensitive nature 


MONG the handsomest business buildings in Amer- 
ican cities today are some of the homes of pros- 
perous automobile dealers. Some of the more 
aggressive merchants believe that by building 
beautiful and elaborate showrooms they will command the 
attention of the public so successfully as to make the 
large investment in building a very profitable one. 


The Burnstine Brothers (Isadore and I. H.), Chrysler 
dealers of Chicago, are among those who share this be- 
lief. They are such strong believers in the value of fine 
buildings as a business asset that when their bankers 
refused to go all the way with them in the financing of 
this building they drew on their personal fortunes to 
finish the job the way they wanted it and the way the 
thought it should be. They not only built two new build- 
ings in the last year, but recently held formal opening 
of the third, which they claim is the most beautiful show- 
room in the world. 

This newest building which is that of the Riviera Motor 
Sales, 5948 Broadway, is a wonderful addition to Chi- 
cago’s many wonderful salesrooms. Its board floors and 
lofty ceilings are at once impressive and inspiring. There 
are no gaudy colors to attract the eye from the merchan- 
dise, but the whole design and decorative ensemble is 
calculated to be a fitting background for the cars which 
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are, one might say, many colored jewels in setting of 
old ivory and gold. Old ivory is the predominating color, 
all of the Gothic carvings, ornaments and paneling being 
in these tints while highlights and accents are supplied 
with a touch of gold. 


Walls are done in plastic point, hand stippled and 
modulated to bring out and enrich the tints of ivory 
and doors are handled in the same way, but not so boldly 
and are fitted with heavy wrought iron hinges and 
hardware. 


All columns and pilasters are embellished with elaborate 
Gothic carving which enrich the effect, but at the same 
time do not make themselves too prominent in the dec- 
orative scheme. 


The floor is perhaps the most pleasing part of the whole 
scheme. It is called a three tone terrazzo floor which 
is, in reality a polished marble concrete in which three 
shades of buff colored marble are blended together. The 
effect is further enriched by dividing the floor into 
18 inch squares divided off by 1/16 in. brass strips. The 
squares are alternate dark and pale buff and the richness 
of the brass lines which shine like gold is very pleasiné- 
A border around the walls and wide band through the 
center from the main entrance to the stairway is of the 
same material in slate color and dark green. 
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ma Showroom 


This Building Represents an Investment of Nearly $450,000. Exclusive of the 
apartments and service department, the showrooms and offices cost 
about $300,000 and include all the latest developments 


in housing ahigh pressure sales organization 


Woodwork is conspicuous by its absence, but what little 
there is, is fumed oak with a silver gray filler. 


such an elaborate setting; the only difference between the 
two rooms being that one is smaller and the cars are 


Stairways are in the same material as the floors and placed for quantity rather than effect. 


rails and newell posts are of 
wrought iron. 

The ceiling being more than 
20 ft. high affords space for a 
mezzanine with more headroom 
than usual both above and be- 
low. On this mezzanine are the 
general office, the owners’ priv- 
ate offices, waiting rooms and 
sales manager’s office, while be- 
low are the general salesmen’s 
offices, closing rooms, etc. 

The front is divided into two 
parts, the larger division ap- 
proximately 80 ft. wide, on the 
corner being the new car sales- 
room, while the other part, about 
o0 ft. wide, is the used car 
salesroom. Both rooms are ex- 
actly alike and we would venture 
to say that used cars never had 


Below: Aside from its architec- 
tural handling in the ornate French 
Gothic this building is remarkable 
for its almost unbroken expanses 
of plate glass. The four large 
windows average 30 ft. each, mak- 
ing a total of more than 120 ft. of 


unrestricted vision 


“ihe earners: 
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One feature that is quite un- 
usual is the heating plant which 
is of the hot blast type. The air 
is heated by steam coils and 
washed after which it is blown 
in through concrete ducts under 
the floor. In this way the air is 
always fresh and pure, having 
a complete change every 3 min- 
utes, and the decoration will be 
kept clean and new looking for 
a much longer time than with 
ordinary methods. 

The service department occu- 
pies the rear 50 ft. of the build- 
ing and consists of two post free 
floors; the lower for quick serv- 
ice, adjustments and the storage 
of demonstrators, and the upper 
devoted to the more serious over- 

(Continued on page 34) 
At left: One of the principal fea- 
tures of this plan is the mezzanine 
floor which contains all the offices, 
closing rooms, office toilets and 
part of the stock. The _ space 
under the mezzanine serves as 
waiting room and for salesmen’s 


desks 


ES 
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Paige-Jewett Provides Illustrated 
Sales Kit for Salesmen 


Leather Bound Portfolio with Pictures and Convincing Argument 
Has Order Contract in. Pocket of Last Page 


SALES kit for Paige-Jewett salesmen that will 

materially aid them in tearing down sales resistance 

by enabling them to present an illustrated lecture 
in either the home or office has been devised by the seaaeitt 
Detroit Motor Car Company. 


Three such kits have been devised, one is for the Paige 
salesman, another for the Jewett salesman, and a third 
especially for the salesman selling both types of cars. 
The kits are sold by the factory to the dealer who loans 
them to his salesmen. It is the aim of the factory to 
have every Paige-Jewett salesman equipped with a kit 
to fit his needs. 

While the kits are made up at the factory, _— are 
the result of consultations between the factory, dealers 
and salesmen. Every point is covered with which the 
salesman might be confronted during the course of his 
conversation with a prospect. The first kit was arranged 
by factory executives and was revised to meet certain 
suggestions offered by prominent dealers. It was then 
offered to the “star salesman” at their convention held 
in Detroit. Suggestions offered by them were included in 
the book and the kit finally offered to the dealer organ- 
ization. 

First reports received from the field by those who have 
been using the kits are encouraging. The reports say 
that in cases where they have been used the sales re- 
sistance has been lowered and that it is much easier to 
hold the attention of the prospect. 

The Kit is a series of 11 by 14-inch linen backed sheets 
printed in two or more colors and bound in a neat leather 
portfolio. In its folded form, the portfolio present a 
neat business-like appearance. It is handy to carry and 
light. Unfolded, the covers are snapped together to form 
an easel to support the sheets in an upright position. The 




















The New-Day Jewett 
Is A Real ety ec Car 














The Combined Spring Length Equals 
Over 83% of Wheelbase Length 


Balloon Tires Standard | 
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Leather bound portfolio containing Paige and Jewett sales 
talks 


space taken is exceedingly small, enabling the portfolio 
to be placed on a covered desk without creating any dis- 
turbance. The type is sufficiently large to be read at a 
comfortable distance. 


When talking to the prospect and using the Kit, the 
salesman finds his first page devoted to the ability of the 
Paige or Jewett to meet present day traffic conditions. 
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The Paige-Jwett Sales Kit in use. The pages are thrown 
over the easel as the salesman progresses with his argument 


Pictures are shown helping the prospect to visualize the 
ability of the particular car to do what it is claimed for 
it. Going through the Kit, page by page, the strong 
points of the car are emphasized. Several pages are de- 
voted to pictures showing the engine, the chassis and 
spring suspension. Advertisements showing what the cars 
have done in different tests also are reproduced. 

After all the features of the car have been explained, 
comes the section devoted to the organization behind the 
car. It explains the strength of the company and shows 
various parts of the plant. 


The last part of the Kit has several blank pages on 
which can be pasted pictures of the dealer’s establish- 
ment for whom the salesman is working. Pictures show- 
ing the salesroom, the service station and the stockroom 
can be pasted in. 

Immediately after these pages comes a page with 4 
picture showing one of the cars. The next page closes 
the selling talk. It briefly sums up the qualities of the 
car. The last page has a pocket in which can be placed 
a contract and which can be brought before the prospect 
at the “proper time.” 

The placing of this page with its “contract pocket” 
is considered of great importance as it helps the sales 
man in closing a sale at a time that is most opportune. 
Often this is the biggest problem which must be overcome. 


Motor Agé 





& 
ae 
Fed 
Oe 
& £ 
_ 
-. 
¢ 


a 
» ee 
Se. Pa Sn - 


June 


VIEWS OF FOURTEETH INDIANAPOLIS RACE 





y 


, i % Rx Mw, ‘£ e., ~ 3 3 aw Bs et Sas RN Sa — a eae i it oa 
> % ee ae rd ay Pe ae ee ae SERRE RR 
ss ‘ ¢ “+ : *<e = > Pe 4 


a 


ey ‘ PY a - > 

. os wy 
. ry 
- ’ 











Five cars are shown speeding past the pits into the south turn. 
The parked automobiles and the crowds in the infield and grand- 
stands give some idea of the large attendance, estimated at 


nearly 140,000. 








1926 Front Drive Miller Special. The axle is made in 
sections so central part may be removed to give access 
to transmission and differential. 
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Cliff Woodbury, dirt track driver who won 
third prize in his first try at the Indianapolis 


on classic. First prize also was won by a dirt 
sh- track driver doing his first race on the fam- 
w- ous bricks—Frank Lockhart. 
yom 
nh a 
ses 
the 
ced 
oect | 
Officials of the American Automobile Asso- 

re clation under whose auspices the race is held 
ce annually. Left to right: Ernest Smith, gen- 
les- eral manager; Thomas P. Henry, president, 
ane. and Val Haresnape, chairman Contest Board. 
yme. 
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Future 


Designers of Motor Vehicles Discuss Impor- 
tant Developments in Prospect at 


Summer Meeting of the S. A. E. 


EADING research and development engineers who are 
studying a wide range of problems related to the 
better and more economical operation of automobiles, 


motor trucks and motor coaches, presented their latest 


findings in addresses at the semi-annual national meeting 
of the Society of Automotive Engineers at French Lick 
Springs, Ind., from June 1 to 4, inclusive. There were 
morning, afternoon and evening sessions, with more than 
a dozen prepared papers accompanied by hundreds of lan- 
tern slides, and in addition many exhibits and demonstra- 
tions of apparatus and several motion picture exhibitions. 

“Announcement and demonstration of a novel headlight- 
ing system was made at the headlighting session by K. D. 
Chambers, of the Light and Knowledge Press, who ex- 
plained how glare is prevented by the use of lamps that 
throw either orange or blue light at the will of the driver 
and the use in combination with them of similarly colored 
glass screens on the windshield. 

The orange glass screen filters out blue light rays so 
that when a car using blue light approaches, its lamps 
appear as if dimmed almost to extinction but the orange 
rays projected by the first car pass through the screen 
freely and the oncoming car and the sides of the road 
are rendered plainly visible. | 


The light filters are contained in a box at the top of 
the windshield and are connected electrically with the 
two bulbs in each headlamp. When the orange filter is 
drawn down into the line of vision of the driver, the 
orange light is turned on automatically. If two cars 
using light of the same color approach each other, one 
of the drivers, to protect himself from glare, changes his 
filter and automatically changes his lighting to the op- 
posite complementary color, thereby also protecting the 
other driver. 


Drop Center Balloon Tire Rims 


Tire changing will become a simple, easy process with- 
out the necessity of removing the rim from the wheel 
and using tools, and wheels will be much lighter and 
cheaper, if this country adopts the new type of drop 
center rim that is fitted on 80 per cent of the new model 
British cars, according to B. J. Lemon, research engineer 
of the United States Rubber Co., who dealt with this sub- 
ject at the tire session of the meeting. 


Only one make of drop center wheel and rim is now 
available commercially in the United States. It is made 
and distributed by the Ford Motor Co. and is a detach- 
able steel wire wheel whose spokes are welded directly 
to the rim and hub. There is no felloe band and there are 
no retaining lugs and bolts. The center of the rim has 
a depressed channel all the way around. The rim takes 
a 4.40 balloon tire that also fits a 3% inch flat base, 


20 


Automotive ingineers 
Look Into the 





T. J. LITLE 


President Society of Automotive Engineers 


straight side rim, and is therefore called a combination 
tire. A special combination tube is made for use with 
it and is somewhat smaller in diameter and larger in 
cross section than the standard 4.40 balloon tire tube. 


To mount the tire, the tube is inserted in the casing 
and partly inflated. Then the tire is placed over the 
upper part of the wheel and the valve stem inserted in 
the valve hole at the top. Next the beads of the casing 
are pressed together until they settle to the bottom of 
the drop center portion of the rim. This allows the beads 
of the lower half of the casing to be pushed over the 
flange at the bottom of the wheel. The tire is then raised 
slightly to allow the beads at the top to seat themselves 
on the bead ledges next to the flanges, and finally the 
tire is fully inflated. No tools or force should be em- 
ployed. To demount, the process is reversed. 


The drop center type of rim can be used with any type 
of wheel and in England is fitted to steel disc, wire spoke 
and hollow steel spoke wheels. 


Measuring Riding Discomfort 


How to make automobiles more agreeable to ride in 1s 
of great interest to the engineers. First it is necessary 
to find out what makes them uncomfortable, and much 
study has been given to this problem of late. It is 4 
difficult one because it is complicated by the many differ- 
ent motions caused by road surfaces, by engine and other 
vibrations and by the effect these all have on the body 
and mind of the rider. 


At the riding qualities session on June 3, R. W. brown, 
of the engineering laboratories of the Firestone Tire & 
Rubber Co., described new electrical instruments that have 
been developed for taking measurements of the direction, 
size, rate and duration of the oscillations and smalier V! 
brations and tell some of the results obtained with them. 
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An idea of the difficulties ‘overcome is given by the fact 
that when a solid rubber tired wheel passes over a rec- 
tangular obstruction one inch high at a rate of nine miles 
an hour, the greatest upward thrust of the axle lasts only 
about one-thousandth of a second. The higher the car 
speed with a pneumatic tire, the less is the axle deflec- 
tion, while with a cushion tire, the amount of deflection 
increases with the speed. 

At the same session the effect on riding qualities due 
to seat cushions and cushion springs was explained by 
W. C. Keys, of the Gabriel Snubber Sales & Service Co. 

The prediction was made that many passenger cars 
of the better class may soon be driven by worm gearing, 
as many motor trucks and motor coaches have been dur- 
ing the last ten or twelve years. This will come about, it 
was said, as the result of the higher speed of the vehicles 
and the demand for low-hung cars and silent operation. 
Successful use of the worm drive axle in motor coaches 
proves that this type of final drive is as strong as any 
to transmit the high power of the engine at high speed 
and that it has very long life. One set of worm and 
worm gear that has given 300,000 miles of service in 
a motor coach shows very little wear and is evidently 
good for many more miles. 

The new type of worm drive axle with an underslung 
worm was illustrated and described in an address at 
the gear session by L. R. Buckendale, development engi- 
neer of the Timken-Detroit Axle Co. The fact that the 
worm is below instead of above the worm gear in the 
axle makes it possible to lower the propeller shaft and 
consequently all the rest of the vehicle. The frame, 
engine and body can be nearer the ground without reduc- 
ing the road clearance below that of the bevel gear drive 
axle, and the rear seat can be brought nearer the floor 
level. 

Another new type of final drive gear, called the hypoid, 
was described by A. L. Stewart and Ernest Wildhaber, 


of the Gleason Works, who told about its design, produc- 
tion and application. 


Carbon deposits in the engine are the cause of much 
engine trouble. Light on how they can be prevented or 
reduced was shed by S. P. Marley, C. J. Livingstone and 
W. A. Gruse, of the Mellon Institute of Industrial Re- 
search at the University of Pittsburgh. Tests made at the 
Institute during the last eighteen months were described 
and the results shown. The tests indicate that high op- 
erating temperature of the engine tends to reduce the 
deposit of carbon. 


A sharp increase in carbon occurs when a fuel of low 
volatility, such as naptha or kerosene, is used, and the 
richer the mixture is the more rapidly the carbon is 
deposited. The kind of lubricating oil used also influences 
the formation of carbon. If it has low volatility and 
contains a relatively large percentage of carbon residue 


when distilled, it tends to cause more rapid deposit of 
carbon. 


A refreshing topic for summer consideration was an 
address on anti-freeze solutions, by H. K. Cummings, of 
the Bureau of Standards, which has given careful con- 
sideration to the matter of safe engine cooling in winter. 
He told what solutions will prevent freezing in below 
zero temperatures and will not corrode the metal, soften 
hose connections to the radiator, evaporate too rapidly or 
otherwise be unsatisfactory. 


At the general session the first evening C. F. Kettering, 
general director of the General Motors research labora- 
tories, gave one of his characteristically entertaining talks 
on philosophizing in physics. 

Methods of testing automobile gasoline were described 
by T. S. Sligh, Jr., of the Bureau of Standards, on Thurs- 
day afternoon, and O. M. Burkhardt, manager of the 
research department of the Society, gave an address on 
the causes of wear and tear in engines. 





Handsome Cups Go to Camp Curry Winners 


Details of this annual run for stock cars were published in the June 3 tssue of 
MOTOR AGE 











— sedan which won the closed car sweepstakes in the 

26 Los Angeles-Camp Curry economy run for stock 

_ lhe Stutz averaged 16.74 miles per gallon of gaso- 

Me, or 46.63 ton miles, for the 360-mile run. .The 

photograph shows Mrs. Curry presenting the trophy cup 
to Benton Trevise, the driver 
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Duesenberg touring car which won grand sweepstakes in 

the 360-mile run from Los Angeles to Camp Curry in 

the Yosemite Valley. Joe Bozzani, the driver, is receiv- 

ing the trophy cup from Mrs. Curry. The Duesenberg 

averaged 19.86 miles per gallon of gasoline, or 50.75 ton 
miles. Its sweepstakes score was 50.53 











Photograph at bottom left shows 
Ellerbeck shiftable roadster top 


nested over the rear deck 





















In center photograph top is be. 
ing raised, and at bottom right 
top is shown in raised position 
converting open roadster into a 
coupe 





Shiftable Roadster Top Improved 


MPROVEMENTS in the design of the 
| shiftable top for roadsters, introduced 
by B. B. Ellerbeck of Salt Lake City, 
and first illustrated in the July 16, 1925 
issue of Motor AGE, has been made as 


shown in the accompanying illustrations. 

This top is designed to be easily raised 
or lowered and to provide means when 
raised for quickly enclosing the passen- 
ger’s compartment. The new top is of 


metal and is counterbalanced by springs 
connected to a cross shaft joining the 
landau arms which serve to carry the top 
to and from. its nesting position on the 
rear deck. 





New Ryan Headlight Requires No Focusing 


new type of automobile head lamp 

designed by W. D’Arcy Ryan, di- 
rector of the General Electric Illuminat- 
ing laboratory, are the following: 

Good range without dangerous glare. 

Complete road and ditch coverage from 
car to the maximum point of illumina- 
tion. 

Side illumination, lighting ditches, 
passing cars and making the reading of 
road signs possible. 

Good fog penetrating qualities. 

Reduction of eye strain by the elimina- 
tion of strong contrasts near the Car. 

Illuminated foreground. and reduction 
of lamp brightness on approach. 

Rear visibility by silhouette. 

Illumination of telegraph poles and 
trees to approach daylight driving effect 
without glare. 

Clear visibility of entire road on curves 
without glare. 

No focusing required. 

Easy méans of beam adjustment. 

Use of standard lamps without focus- 
ing. 

No dangerous hot spot but good lateral 
spread with moderate candlepower and 
maximum lumens where required for 
greatest visibility. 

Relatively low priced. 

One adjustment for 
driving. 

Can be used with either single or 
double filament lamps. 

This headlight, to be known as the 
Ryan-Lite, appears very flat, being only 
about three inches thick, including the 
projecting lens. The reflector and lens 
are such that the light from one lamp, 


22 


—— advantages claimed for the 


city or country 





Front and side views of new Ryan- 


Lite. The unusual thinness of the 
light is shown by the picture at right 


a standard 21 candlepower Mazda, casts 
a double crescent of light. The light 
from the upper portion is the long range 
beam and the light from the lower por- 
tion, inverted by the reflector, is superim- 
posed on the other in such a way as to 
spread the illumination evenly over the 
entire road and light the ditches, fences, 
poles and foliage of trees overhead. 

The lens is hinged and held closed 
by a safety catch, so that lamps may be 
easily and quickly replaced. The re- 
flector is adjusted to throw the beam at 
the proper height by means of a set 
screw that may be turned with a coin. 
This adjustment is thusly described by 
Mr. Ryan: 

“After the lamps are installed on the 
car have some one stand about 100 paces 
in front of the car while the depressing 
screw is given a few turns until the ob- 


server states that the lamps do not glare. 
This point is so clearly defined that there 
is no chance for misadjustment and an 
extra turn of the screw will compensate 
for unequal loading without materially 
reducing the range. After once set there 











The lens of the Ryan-Lite is fitted in 
a hinged frame so that it may be 
easily opened. The depressing screw 
which is used to permanently adjust 
the reflector is shown at the top 
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will be no occasion for additional ad- 
justment.” 

The General Electric Company states 
that it expects these lamps to be i 
production late in the summer and that 
Mr. Ryan insists that the prices be with 
the range of the average motorist. 
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New Dodge Brothers Sport 
Touring Car at $880 


OLLOWING the recent introduction 

of a sport roadster, Dodge Brothers, 

Inc., have now added a five passenger 
sport touring listing at the same price 
as the roadster, namely $880. 

The same general color scheme and up- 
holstery as employed on the two pas- 
senger model is used on the touring car. 
Exterior finish is in pheasant green lac- 
quer with a cream striping and natural 
wood finish wheels. Interior upholstery 
is in grey Spanish hand buffed leather 
with the folding top in a heavy khaki 
duck. 

Nickel trim is used extensively 
throughout, the stanchions of the one 
piece windshield, radiator, headlights and 
cowl light rims, and the scuff plates 
being so finished. Bullet type headlights 
are standard equipment while _ disc 
wheels are optional at no extra cost. 
Additional equipment included in the 
price follows: cowl ventilator, auto- 
matic windshield cleaner, front and rear 
bumpers, and rear view mirror, trans- 
mission lock and rear traffic signal. 





Find the Real Source of 
Mechanical Trouble 


“One of the most important features 
connected with good service,” said F. W. 
Darnstaed, service manager for Atwood 
Motors Co., Studebaker dealer in Spring- 
field, Mass., “is to locate accurately the 
source of a particular difficulty that a 
patron asks us to remedy. 


“There is a too common tendency, espe- 
cially at a busy time, to assume that a 
trouble is due to some recognized com- 
mon cause instead of exploring it thor- 
oughly to the base. This is true more 
particularly of garagemen who deal with 
different makes of cars and come to re- 
gard a given complaint as indicative of 
a particular ill with respect to all cars, 
When this may be far from the fact in 
a given case. 


“For example, when an owner comes in 
with a complaint of pumping difficulty, 
the man in the garage may jump at the 





The new Dodge Brothers, Inc., sport touring model at $880 which is 
offered as a companion car to the sport roadster introduced recently 





conclusion that new piston rings are the 
answer. While this is a common remedy 
for such trouble, the real difficulty may 
lie in a too high oil level in the crank- 
case, faulty ignition or a faulty adjust- 
ment of tappets. 

“To a repairman’s mind a complaint 
may seem to indicate a particular cause, 
but only close examination will reveal 
whether that is the real cause or not. 
The garage manager who permits such 
makeshift or allows his employes to jump 
at conclusions instead of ascertaining the 
real conditions is bound to suffer loss of 
patronage. It is a too common fault and 
one that a manager must be continually 
on the lookout to prevent.” 


New Cases Speed Up Rebuilt 
Battery Business 


The Ewart-Brewer Supply Company of 
Birmingham, Ala., has found that placing 
the rebuilt batteries in new cases greatly 
accelerates sales. 

This company has been making a spe- 
cialty of rebuilt batteries for some time 
but for a while did not sell them so fast 
as was desired. Even though the rebuilt 
batteries worked well the average cus- 
tomer would hesitate to buy one because 
it looked rather shabby, the same com- 
plication which the dealer in used cars 
often comes up against. 








Here is shown 
how one maker en- 
closes the springs 
of his car by means 
of leather covers to 
keep the lubricant 
in, dirt and water 
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section in present day cars. 


SOME ENGINEERING FEATURES 









A four point suspended straight eight engine 
showing also the tendency to use frames of deep 


the result of increased engine output 


OF 1926 CARS 
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The sturdier frames are 
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The Willys Knight “70” two passenger coupe, listing at 
$1395, which is the latest body addition to the lighter 
Knight-engined chassis. 


ing at $1395, offered on the Willys 

Knight “70” chassis, preliminary an- 
nouncement of which was made previ- 
ously in Motor AGE, a two passenger 
coupe at the same price as the new sedan 
has also been included in the line. With 
these two new body styles there are now 
four models offered on the _ smaller 


T° addition to the two-door sedan list- 
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Knight-engined chassis by Willys-Over- 
land, Inc. 

Both additions,to the “70” are finished 
in a two-toned combination with a gray 
velour upholstery to match. The com- 
bined horn button and <ditch light 
switch which have featured recent Wil- 
lys-Knight models are retained on the 
new sedan and coupe. 
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Two New Bodies for Willys Knight “70”. 
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Side view of the new “70” Willys Knight sedan listing 
at $1395. This model is offered as a companion car to 


the four door sedan 


An automatic windshield cleaner, one- 
piece windshield, cowl ventilator, sun 
visor and shock absorbers are standard 
equipment on both models. The com- 
partment in the rear deck of the coupe 
model is sufficiently large to accommo- 
date a medium sized steamer trunk. 
Wheels of both models are finished in 
natural wood effect. 





“Osotite’” a New Liquid 
Packing Compound 

Y the use of a liquid packing com- 

pound, known by the trade name 
“QOsotite” and marketed by an English 
concern, it is possible to produce a per- 
fect high pressure joint between two 
metal surfaces without the use of the 
conventional copper-asbestos gaskets or 
other forms of packing, and cements. 

This liquid compound resists success- 
fully the temperature and explosions oc- 
curing in automobile combustion cham- 
bers, it may be used wherever gaskets 
or- washers are employed on automotive 
vehicles for the purpose of making oil 
tight joints, and it is recommended for 
use in commercial high pressure gas, 
steam or water lines. “Osotite” is im- 
pervious to the actions of gasoline, hot 
oil, grease or heat and it takes only a 
few seconds to make a gas-tight joint 
after the liquid has been applied. It 
is claimed by the manufacturers that 
the joint produced by the application of 
the compound is superior to joints 
formed with washers or gaskets and it 
is recommended for use in place of red 
lead in the joining of piping. 

“Osotite” is easily handled and mark- 
eted in tins of various sizes to meet the 
requirements of automobile owners, ga- 
rages, factories and other lines of busi- 
ness for which this liquid is adaptable. 





Predicts Use of Supercharger 


On Passenger Cars 


Steady progress has been made in the 
application of superchargers of various 
designs to racing cars and undoubtedly 
it will not be long until devices of this 
kind are adopted as standard equipment 
on passenger automobiles, writes C. W. 
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Two-passenger Overland coupe listing at $895. This new addition to 
the Overland “93” six-cylinder line, was described in the issue of 
May 13 





Iseler, research engineer of the General 
Motors Corporation in the Journal of the 
Society of Automotive Engineers. 

Advantages gained by the use of the 
supercharger are increase in power, me- 
chanical efficiency, flexibility, fuel econ- 
omy, and speed. Furthermore, it is pos- 
sible to build the engine with a 
compression ratio that is lower than the 
highest possible ratio that can be used 
without detonation and yet obtain a sur- 
plus of power. 

Owing to the increased quantity of 
mixture per charge, it is possible to open 
the exhaust valves later, thus utilizing 
more fully the amount of work available 
during the expansion stroke. In the 
supercharged engine, the mixture is 
forced into the cylinder irrespective of 
the rate of valve opening, hence the lift 
of the valve may be more gradual. 
moreover, smaller valves that are lighter 


and less likely to overheat than the 
larger ones can be used. As a COn- 
sequence, the total weight of the valve 
mechanism can be reduced and lighter 
valve springs used, thereby decreasing 
the wear of the parts as well as the 
noise of operation. 

An engine of smaller piston displace 
ment can be. used, as the supercharger 
is the means of providing the excess 
power needed for acceleration and hill- 
climbing. Since the power that call 
be developed by the average modern au- 
tomobile engine is greatly in excess of 
the power required to drive the car along 
the level road at constant speed, it 8 
necessary to throttle the engine or rut 
under part load. The most economical 
rates of fuel consumption are obtained 
under full and three-quarter load con 
ditions, and the consumption increases 
rapidly as the load decreases. 
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’ 1A Beauty Spot 
of the West 


TOURISTS FLOCK to the Multnomah 
River Falls on the Columbia Highway 
in Oregon. Thousands of Pacific 
Northwest motorists travel this road 
every year because of its scenic beauty. 
It is lined from Washington to Califor- 
nia with some of the finest views to be 
found in outdoor America. 
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LAYING ELECTRIC CABLE through 
pavement without preliminary trench 
digging is one of the feats of this sub- 
soiler, drawn by a five-ton Caterpillar 
tractor. This was done in St. Louis by 
attaching the cable to the knife, which 
penetrates the pavement to a depth of 
a foot. 











LATIN - AMERICAN EDITORS 
arrive at the Studebaker factory 
in South Bend, Ind., President A. 
R. Erskine of the Studebaker 
Corporation welcomed the 80 
journalists on their tour of the 
plant. 
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SEE THESE NEW ACCESSORIES 


Fer-Mas Filters 

ER-MAS Filters are said to be suit- 

able for use with any kind of liquid 
fuel where standard % in. U. S. pipe 
fittings allow sufficient flow. They are 
manufactured by the Fer-Mas Co., 235 
Elizabeth Ave., Newark, N. J., in two 
types, one suitable for attaching to the 
bottom of the vacuum tank and another 
for attaching to the top of the vacuum 
tank, the former is illustrated. Monel- 
nickel silk wire is used in the screens of 
these filters and the device is cleaned by 
blowing out with air pressure. Price, $5. 
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Mossberg Hand-D-Set 


Sx steel sockets ranging in size from x 
in. to % in. with an offset handle 
and contained in an all steel holder are 
included in the Han-D-Set socket set 
manufactured by the Frank Mossberg 
Corp., Attleboro, Mass. It is designed to 
fill the car owners needs and all sockets 
are interchangable with all standard 
Mossberg handles. Price $1.10. 





Castonite 


Ts Th. Goldschmidt Corp., 15 William 

Street, New York, is producing a 
chemical known as Castonite and de- 
scribed as a motor physic. When in- 
jected into a motor it is said to dissolve 
the accumulation of carbon in the cylind- 
ers, and loosen sticking valves. It is 
also claimed to restore the lubricating 
oil to its original viscosity. 
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Arvin Hot Spot Heater for Fords 


MONG the Arvin “Special” heaters ap- 

pears a new model—the Arvin Hot 
Spot Special Heater—which is designed 
for installation on Fords equipped with 
other than the standard Ford carburetor. 
The exhaust gas passes through a cast 
iron heat radiating element which is en- 
cased by a heavy sheet steel shell and 
the heat thus pocketed is driven into 
the passenger compartment through the 
register by the combined action of the 
fan and forward motion of the car. The 
register is located in the toe board. Fin- 
ished in black baked enamel with nickel 
plated steel register. Special carpet 


binder also is supplied. Instructions for 
installation are packed with each heater. 
Weight 16 lbs. Packed in separate car- 
tons, ten to the case. Price $6. Made 
by the Indianapolis Pump and Tube Co., 
Indianapolis, Ind. 


New Trindl Bolts 


DDED to the group of Trindl prod- 

ucts, made by the Trindl Company, 
2917 S. Wabash avenue, Chicago, are 
two lines of bolts, spring bolts and tie 
rod bolts. The company has new equip- 
ment for turning out these bolts and they 
are said to be very carefully machined, 
after having been scientifically hardened 
to assure strength and wear-resistance. 
Perfect fitting for the car for which the 
bolts are intended is promised by the 
manufacturers. All bolts are accurately 
ground to a very smooth finish and 
marked with stock number to render 
stocking easy. Trindl bolts are packed 
in cardboard boxes, each carton being 
marked with stock number and the 
quantity of bolts in the box. 





























Fer-Mas Filter 











Adlake Roof Ventilator 
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Adlake Ventilator 


ROOF ventilator for closed ears 

which is said to function as effec- 
tively on stormy days as during good 
weather has been placed on the market 
by the Adams & Westlake Company, 
Chicago. The new offering is known as 
the Adlake Automobile Ventilator. With 
this ventilator in use it is said the air 
in the car is being constantly renewed, 
the rate of change varying with the 
speed of the vehicle. The Adlake ven- 
tilator is so constructed that it projects 
only little more than an inch above the 
roof line. The fact that it is so low and 
finished in black enamel makes it hardly 
noticeable. It is weather proof. On the 
underside of the roof it does not project 
lower than the conventional dome lamp. 
Where two compartment bodies are used 
the makers recommend two ventilators 
although one is said to be ample for 
coupe, sedan or brougham type bodies. 





Monarch Imperial Lite 

TOP light, tail light, back-up light, 

and a name plate feature are com- 
bined in the Imperial Lite No. 2811 made 
by the Rippner Brothers Mfg. Co., 2125 
Superior Ave., Cleveland, O. The stop 
and back-up compartments each carry a 
silvered parabolic reflector and all three 
lenses are 2% in. in diameter. Name 
lens, which is illuminated all the time at 
night can be furnished for all popular 
makes of cars. Ruby, green or amber 
lens can be furnished for the stop lens. 
Price $6.50. 


New Belden Display 


NEW assortment of automotive wires 

and cables for garages, service sta- 
tions, repair shops and accessory stores 
has recently been placed on the market 
by the Belden Mfeg. Co., 2300 S. Western 
Avenue, Chicago. The assortment of 12 
items is arranged on an attractive metal 
display stand for counter or stockroom 
use. Each item is merchandised on 4 
100-ft. spool, marked for size, grade and 
type of wire. These products are sold to 
the trade through Belden jobbers. 
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Flushing Oil, 15 Gallons 
For 4 Cents 


I noticed in the April 8th issue of 
Moror AGE, in the Reader’s Clearance 
House section, a question “What to Do 
with Old Oil,” in which a reader wants 
to know what to do with about 20 bar- 
rels of old oil, drained from crankcases. 
[assume that about 40 per cent of this 
oil is flushing oil and therefore has very 
little body and as a whole the oil is 
rather thin. I am advancing the follow- 
ing suggestion as we have installed this 
apparatus and it is saving this company 
around $1700 a year in both lubricating 
and transformer oils. Flushing oil is 
somewhat similar in body to the oil used 
in transformers and will handle about 
the same, but the automobile lubricating 
oil, after having been in service under 
the heat of the cylinders, would be too 
thin and for other reasons would not 
be suitable to be re-used for this service. 


The apparatus is known as a filter 
press, and is commonly used by the 
power companies and large industrial 
concerns to filter and purify the oil used 
in transformers. The one we have is a 
type B-2 style 172820 which costs us 
$248. It was made by the Westinghouse 
Electric & Mfg. Co., and consists of a 
filter, pump and motor all mounted on 
4common base. The outfit forces the 
oil through several sheets of blotting 
paper which removes the water and all 
particles of grit and carbon, and when 
the oil is passed through it several times 
it will come through as clear as new oil. 


Getting Edge on Competitors 


We filter all oil and re-use it, but our 
dil is used on electric motors and is not 
subject to the heat that it would be in 
an automobile, but is entirely satisfac- 
tory for our purpose. I have experi- 
mented with automobile oil and find that 
iltered oil is excellent for flushing pur- 
doses as it is thinned down to about the 
tight consistency and the operation of 
the filter press only costs around 12 cents 
4 barrel. Now with this low cost of 
flushing oil, (12 cents a barrel) you can 
afford a truly “Free Crankcase Service” 
and charge only for the new oil you sell. 
You can use about 15 gal. of this filtered 
il which costs you 4 cents and get a 
Crankcase exceptionally clean and con- 
sequently the oil you sell your customers 
lasts much longer, with the results: 
You have an edge on your competitor 
in bidding for the customers’ oil busi- 
hess as you don’t charge for flushing 
oll and you can use three times as much 
‘nd get the crankcase cleaner, which 
Sives the oil you sel] an advantage over 
June 1 


, 1926 


a 





SREADERS CLEARING HOUSE 


- Questions And <=. \ (| ("On ~Dealers 


Problems 





“a 


ull) © 


other oils and it shows up much better. 
Show your customers that you are effici- 
ent and looking out for their interests 
in this way and chances are ten to one 
they will give you all their other busi- 
ness and tell their friends about you.— 
Ray Bright, Monolith Portland Cement 
Co., Monolith, Cal. 
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Raising the Oil Pressure 


Q.—Describe method of increasing oil 
pressure in 1925 and later Star cars?— 
Egbert’s Garage, Henderson, Colorado. 


In either case it is necessary to stiffen 
the spring in the oil pressure release 
valve. On the four cylinder models it 
will be found at the front of the cam- 
shaft, while on the six cylinder cars it 
is on the left side of the engine near the 
oil pump, about in line with the No. 5 
cylinder. 


Remove Link or Use a 
New Chain 


Q.—We have a 1920 Chandler touring 
car on Which the spark timing is slipping. 
We believe that the chain which drives 
the pump and magneto is too loose but 
there is no visible way of tightening or 
adjusting the chain. How can this trouble 
be corrected.—H. C. Gaylord, Riverside 
Garage, Melstone, Montana. 

This is a Morse chain and if it con- 
tains a “hunting” link, this link can be 
remaved to shorten the chain. Complete 
information for doing this was given in 
the May 6th Sales and Service Reference 
Number of Motor Ace. If there is no 
hunting link you can remove a complete 
double link and install a hunting link. 
If it is found that the chain does not fit 
the sprocket then it would be well to 
install a new chain as a chain which is 
badly stretched will give noisy operation. 
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An Axle Job for 


Q.—Give illustration of a White two- 
ton rear axle and describe method of 
making adjustment and disassembling.— 
A. Leonard, 621 E. 6th St., Duluth, Minn. 


We are showing illustration of this 
axle. In taking the axle apart, it is 
necessary to remove it from under the 
truck and then take out shaft No. 10. 
(This number together with other num- 
bers here referred to is shown in a circle 
and can be easily located.) The next 
thing to do is to remove bearing cap No. 
29. In taking out shaft No. 18, it is neces- 
sary to remove nut No. 27. Shaft 18 may 
then be removed. After this is done the 
gears on shaft 18 can be taken out 


a Real Mechanic 


through the opening at the top of the 
axle. Removing the differential is quite 
a job for it must be taken apart inside 
the axle. Remove the rear cover of the 
axle which is part No. 2. After the rear 
cover is off take off nut No. 33 and drive 
the studs out. The bearing retainers at 
the side of the differential will have to 
be loosened up and taken off. It is then 
necessary to split the compensating hous- 
ing or differential in two. It will then be 
necessary to remove the spider gears one 
at a time and take the spider out. The 
other pieces of the differential, including 
ring gear, can then be removed. 
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Rear Axle in White Two Ton Truck 
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Plan for a Small Repair 
Shop 


T want to build a small repair shop on 
a lot that is 40 ft. wide in front facing 
south, and is 50 ft. deep with an alley 
on the east side. I do not care for an 
office or showroom of any kind and will 
not sell accessories.—Harry Young, 2005 
Lake Street, Melrose Park, III. 

Not much arranging is necessary in a 
small building of this sort, it being 
necessary merely to arrange the place 
where cars will be repaired and where 
your equipment will stand so that door- 
ways may be placed to avoid interfer- 
ence and make the most of the space. 


We have shown two trusses supporting 
the roof which may be purchased of the 
manufacturer of these very useful de- 
vices, there being several in and about 
Chicago. The trusses are spaced so that 
over two of the bays 16 ft. rafters may 
be used, while the other one being a little 
wider will necessitate 18 ft. rafters cut 
a little shorter. 


If it will be necessary to use skylights 
in this building they should be placed 
near the back so that the dark side will 
be lighted as well as the side with win- 
dows. Steel sash windows, of liberal 
dimensions are advisable and they should 
be placed high to let in the light that 
comes over the top of the surrounding 
buildings and trees. 
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By Tom Wilder 
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GARAGE PLAN 664 
FOR HARRY YOUNG 
MELROSE PARK JLL 
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In this shop there is room for three 

cars in repair and four cars in stor- 

age and two doorways are possible 
without loss of space 





LEGAL QUESTIONS ANSWERED 


By Wellington Gustin 
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A CONTRACT OF BAILMENT 

Q.—Will you please advise us through 
your Legal Department, recent court de- 
cisions on the responsibility of Garage 
Owners to storage customers in the event 
of fire—Daehler Motor Company, Clinton, 
lowa. 

We cannot make special searches to 
find recent court decisions on particular 
questions asked in these columns. Such 
is a lawyer’s work in preparing and 
presenting his case to a court for its 
decision. Each particular case may re- 
quire a slightly different line of de- 
cisions, according to the facts involved 
and the jurisdiction. A brief and its 
citations of cases is a highly specialized 
writing requiring a lawyer to properly 
interpret. Perhaps you did not desire 
this, and seek information on the pur- 
port of recent court decisions on the 
responsibility of garage owners to stor- 
age customers in the event of fire? 

Assuming that you did, let me state 
that it is well settled by the decisions 
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that storage is a bailment for hire. Now 
where the garagekeeper is unable to de- 
liver a car received for storage on de- 
mand by the owner he has breached his 
contract of bailment. Impliedly he has 
promised to keep safely and return on 
demand. In case of loss or damage of 
the car stored, the keeper is liable in 
damages to the owner, unless he can 
show that the loss was not due to any 
lack of due care while in his possession. 


A showing by the owner that his car 
was damaged, burned or stolen while in 
the keeper’s possession, places the bur- 
den upon the keeper to show that he 
exercised due care in the storage of the 
car and in respect to the cause of the 
loss whether by fire or otherwise. The 
rule rests upon the consideration that 
where the keeper has exclusive posses- 
sion, the facts attending the loss or in- 
jury must be peculiarly within his own 
knowledge. Besides the failure to return 
the property, or its return in a damaged 


Building | 


condition is a violation of the contract 
of bailment. 


Now regarding the defense of the 
garagekeeper. He is not an insurer of 
property, therefore he may show that he 
did not cause the loss or by the exercise 
of due care could not have prevented 
the loss. Where the keeper of a garage 
uses the ordinary care of a prudent busi- 
nesSs man in the same business in the 
storage of cars, such care, if same can 
be shown to the satisfaction of a court 
and jury, is a complete defense to any 
action for loss by fire or theft brought 
by an owner who has suffered such loss. 
What constitutes the reasonable care re- 
quired in law in handling cars for stor- 
age or repairs depends upon the par- 
ticular facts in each case. The test is 
not a high degree of care, but the ordin- 
ary care of a prudent business man in 
the same business. But this degree of 
care is changing and growing higher 
each year with progress in business de- 
velopment and intelligence. 


Case Is Possible 


As to negligence of the garagekeeper, 
it may be that a case can be made 
against him by his failure to keep inflam- 
mable materials from the garage, that 
he has permitted accumulations of such 
where there was likelihood of ignition, 
that he employed careless workers, that 
he did something he should not have 
done or failed to do what he should 
which contributed to the loss. And the 
rub of the charge lies in the rule of law 
that the burden is upon the keeper to 
show he did not fail in any of the par- 
ticulars that constitute due care of the 
property, and the owner is left to rebut 
his excuse or defense, and is not re- 
quired to establish the particular negli- 
gence of the garagekeeper in the first 
instance. The amount of damage where 
established is the actual value of the 
property at the time of destruction. 


Use Novel Demonstrations 
to Show Car’s Strength 


Numbers of Studebaker dealers have 
put a novel “stunt demonstration” t0 
profitable use as a means of showing the 
strength and sturdiness of the Duplex 
phaeton. The plan is to carry excessive 
weight in one form or another on the 
top of the car and, in instances, on rul- 
ningboards, fenders and hood. A Pueblo 
dealer started off the demonstration 
carrying 16 passengers on and in the Cal. 
A Denver dealer carried 16 men on the 
top, alone. One in Minneapolis appealed 
to summer tourists by carrying 4 full 
sized bed spring on top, covere’ with a 


tent. Dancing girls on top of the cal 
and other presentations compose’ some 
of the unique variations. 

Motor Agé 








Car 


Q.— 
ricatio: 
have y 
like to 
of the 

We 
charts 
facture 
case O. 
sugges 
variou: 
tion be 

Q.—I 
the dat 
issue O 
much 1 
lines, 
ing to 
much. 
wish t 
ment a 
tend te 
this bi 
have | 
years 
proper 
to help 

We 
tional 
will as 
make 
added 
to you 
care 0} 
of Mot 


Q—I 
(ar an 
[ want 
It to 8 
for one 
Maintls 

Ther 
base b 
Genera, 
length 
inches, 
8 ine] 
lave 9¢ 
fan a 
that th 
‘heelb: 
.—C 
Dlane pn 
We y 
fac 
lnless 
TOSss y 
levelor 
horse 
Ne imp 
he tre 
rack y 
ation. 
thing 4 
lrame | 
Q.-~ 
The | 


June I 


per, 
1ade 
lam- 
that 
such 
tion, 
that 
have 
ould 
| the 
law 
r to 
par- 
Fethe 
rebut 
t re- 
1egli- 
first 
yhere 
Pp «the 


NS 


have 
n” to 
ig the 
uplex 
essive 
n the 
1 run- 
>uyeblo 
ration 
ie Cal. 
yn the 
pealed 
q full 
vith ad 
1e car 

some 


Agé 











S 





“WAREADERS CLEARING HOUSE 


Answers to Readers’ Questions 





Car Manufacturers Supply 
Lubrication Charts 


Q.—On specifications of the better lub- 
rieation of motor cars I would like to 
have you give me a few pointers. I would 
like to have some chart on the lubrication 
of the most popular cars.—M. C. S. 

We regret to state that lubrication 
charts are supplied only by the manu- 
facturers and are a part in most every 
ease of the instruction book. We would 
suggest that you communicate with the 
various factories and secure an instruc- 
tion book from them. 

Q.—I am installing the Flat Rate. Have 
the data which you published in a recent 
issue Of Motor Ace and I would like very 
much to have some more along the same 
lines. Any flat rate information pertain- 
ing to lubrication would interest me very 
much. I-.do not do general repairing. I 
wish to specialize on lubrication, adjust- 
ment and installation of accessories. I in- 
tend to equip my place to take care of 
this business in a first class manner. I 
hive been a garage owner for several 
vears and I realize the importance of 
proper lubrication. Anything you can do 
to help me would be greatly appreciated. 

We do not know exactly what addi- 
tional information you desire and if you 
will ask any specific question we shall 
make every effort to answer it. The 
added question in your letter relating 
to your place of business will be taken 
care of by the Architectual Department 
of Motor AGE. 
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RACE CAR WHEELBASE 

Q—I am planning on building a racing 
‘ar and would like a little information. 
[want to use a Ford chassis and shorten 
itto 88 inches. Is this the best length 
fr one-half mile tracks?—Paul Johnston, 
Maintland, Mo. 

There is no definite rule for the wheel- 
base best suited for half mile tracks. 
Generally speaking the most popular 
lngth is in the neighborhood of 100 
inches. There are cars being raced with 
8 inch wheelbase and many of them 
have 96 and 98 inches. We believe that 
fan average were taken it would show 
that there are more cars using 96 inch 
‘heelbase than any other. 

Q®—Could you put an OX5 Curtis air- 
lane motor in this frame? 

We would not suggest the installation 
‘fa Curtis engine in the Ford frame 
illess it were strengthened by additional 
TOSS members. The Curtis OX5 engine 
levelops approximately 95 to 100 brake 
lorse power and the torque that would 
’ imposed on the frame together with 
‘le tremendous strain due to half mile 
Tack racing would be unsafe in our esti- 
"ation. We would recommend some- 
‘hing at least as heavy as the Chrysler 
‘ame or the Dodge Brothers frame. 

Q-~How about the transmission? 


The transmission will take care of the 
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toryue demands for racing but it would 
be entirely inadequate for road driving. 


wW.—Would a Curtis C6 be better? It 
develops more horse power and is faster. 


Yes. 


Q.—Does the use of disc wheels on the 
rear help to keep the car from skidding? 


No. 


Q.—Would a 2% to 1 ratio be too high 
for the above engine? 


The ratio that will be best suited for 
the OX engine would not give good re- 
sults with the C6. If we remember cor- 
rectly the OX develops its maximum 
horse power at about 1400 revolutions 
per minute, while the C6 turns up to 
1800 or 1900. A 2% or 2% to 1 ratio 
would be all right for the OX but we 
would suggest the use of a 3 or 3% tol 
for the C6. These ratios are only ap- 
proximate. and before installing any 
definite set of gears would suggest that 
you figure out wheel size, the speed at 
which you wish to turn the engine and 
let us know, after which we will give 
you something more definite in the way 
of suggestions for the gear ratio. 








SHOP KIN 


IDEAS 
That have been Found Usefu 


Many Plugs Stop Up the Crack 


This is a permanent method I have found 
of repairing small freeze cracks in cylinder 
heads and blocks. Drill and tap a hole at 
the beginning of the crack and then take 
% in. brass welding rod and thread it 
(U. S. S. preferred). Then screw the red 
tight in the hole drilled and saw off with 
a hack saw. Then drill another hole and 
tap it, the second hole being located so as 
to run into the edge of the first plug used. 
Keep on in this manner until the crack is 
filled up—W. E. Throngmorton, Ingram, 
Ark. 
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Readers of Motor AGE are tmvited to 
submit ideas that they have found useful 
in doing some particular service job in the 
shop in a better or quicker way. For each 
one published $2.00 will be paid. When- 
ever possible the idea should be accom- 
panied by a sketch or diagram from which 
a drawing can be made. 





One Way to Eliminate 
Smoke Nuisance 


().—I think I can answer the inquiry of 
Mr. Butler in regard to his coupe becom- 
ing filled with smoke. 

I am quite sure that he will find that 
the exhaust gas that gets into his car 
comes from the breather pipe instead of 
the exhaust pipe. I have a National that 
was the same way and completely stopped 
the trouble by installing a breather pipe 
with a screw cap for pouring in oil and 
having the pipe extending from it down 
through the side pan for the air to go 
through. To keep any excess dust out 
I covered the end with wire gauze and put 
a little curled hair in the pipe, having the 
hair wet with oil.—J. N. Campbell, Camp- 
bell Garage, Hatton, Wash. 

This is a possisbility if the piston rings 
and cylinder walls are in poor condition 
so that considerable gas works down 
into the crankcase. This condition can 
be determined, however, by removing the 
breather pipe and using a roll of brown 
paper, like wrapping paper, to act as an 
extension of the breather pie. Roll up 
the paper so that it is just the same size 
of the breather pipe and make a good 
connection and then with the engine run- 
ning breath the air which comes up 
from the roll of brown paper. 

With an engine in good condition there 
will be no chance of discomfort for the 
crankcase will be filled with air which is 
practically pure. On the other hand if 
much gas is escaping past the piston the 
gas coming up past the brown paper will 
not be pleasant to breath and will give 
a sense of suffocation. Of course, if it 
is found that considerable smoke is com- 
ing up from the breather pipe, then the 
remedy above suggested will prove help- 
ful. 
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WEDGES USED TO STOP SHIMMY 


Q.—Please give us all the information 
you can regarding the proper use and 
installation of shimmy wedges and why 
they are sometimes placed on the back 
side and when they should be used on 
the front side. We have had consider- 
able dispute regarding the use of shimmy 
wedges and the causes and cures for 
front wheel shimmy.—Jack E. Gardner, 
Southwest Nash Motor Co., Oklahoma City. 
Okla. 

Conditions seem to vary with different 
cars and there is no doubt but what the 
question of shimmy is more or less an 
unsolved problem. However, most serv- 
ice station managers agree that the axle 
should have the upper portion slanted 
back as compared to the lower. This 
means that if a spring rests on top of 
the axle you would put the wedge in 
with the thick side at the rear while 
if the spring is attached below the axle 
you would have the thick side of the 
wedge facing forward. We do not be- 
lieve that any case would arise where 
you would get successful results by hav- 
ing the top of the king pin slanting for- 
ward. 
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Assembling a Basket 
Full of Parts 


Q.—I would like some information on 
starting motors and automobile genera- 
tors. In case a generator is completely 
disassembled so that the shunt field is out, 
the brushes are out and the holders are 
out, how can I ego about it to put in 
the shunt field and .brushes and holders 
correctly? How would this be done in 
the case of a starting motor?—George 
Schweiner, 740 Cass St., Milwaukee, Wis. 

The first thing to do is to carefully 
look at all the parts and see where the 
brush holders could be installed. In 
two pole machines there are usually two 
brushes. In four pole machines there 
may be four main brushes or there may 
be two main brushes. If two main 
brushes are used in a four pole machine 
they go at 90 deg. from each other and 
not opposite each other. After you have 
the brush holders installed on the end 
brackets in the way that appears to be 
right, then put the field coils in the 
frame in the way they seem to go and see 
if the connections will reach so that you 
can fasten them to the brush holders. 
In the case of starting motors the con- 
nections are usually rather stiff so that 
in most cases it would be hard to put 
the machine together wrong and still be 
able to connect up the field winding. 

In the case of a generator the connec- 
tions are more easily reversed. Here it 
is helpful to know, in the case of a third 
brush machine that the field winding 
must always be connected from a main 
brush to the third brush tracing in the 
direction of armature rotation. Wher- 
ever possible it is better to make a 
sketch of a generator before it is all 
taken apart, but if one is brought to you 
in this condition it means that you must 
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TO MACHINES OR LIGHTS 





Bench grinder made from starting motor 
and battery. 


30 








Edited By A. H. Packer 


apply your mechanical ingenuity and 
electrical knowledge as best you can. If 
a machine of this kind is assembled ana 
it is found that it rotates in the wrony 
direction, it means that you must revers: 
the relation of field and armature. In 
some cases this can be done by crossing 
the field connections, while in other 
cases the brush holders can be turned 
90 deg. and the connections kept the 
same. 


ee 


AN ELECTRICAL ORPHAN 


Q.—We have,.a 1918 Owen magnetic car 
and we are very desirous of securing a 
parts book and an instruction book.— 
Kyle & Company, 333 G. Street, Fresno, 
Calif. 

We do not know where you can secure 
a parts book for the car in question. We 
are giving by separate letter, however, 
names of concerns which may be able 
to supply parts you may need for this 
car. These names are taken from the 
Chilton Trade Directory where we have 
referred to concerns handling parts for 
orphan cars. 


LAST 10 M.P.H. HARDEST 


Q.—We have a 1923 Jewett which will 
not run over 50 miles an hour. Valves 
seat properly and have the right clear- 
ance. Carburetor is O. K. Believe trouble 
is ignition system. The breaker points 
and spark plugs are set at proper clear- 
ance.—Wilbur Osborne, Vestaburg, Pa. 

The proper clearance on this Atwater- 
Kent ignition unit is .005 in. or .006 in. 
This should be set by using a thickness 
gage. It is possible that. the spark is 
not sufficiently advanced. The adjust- 
ment is made by loosening the arm which 
is clamped just under the ignition dis- 
tributer and turning the _ distributer 
against the direction in which the cam 
rotates. If you are unable to make the 
engine knock by advancing the spark on 
a heavy pull then it is probable that you 
do not have enough spark advance. In 
the retard position of the advance lever 
the interrupter points should just separ- 
ate when the piston has come up on 
dead center and has barely started down. 





BETTER TO BUY SMALL GRINDER 


\ 


Q.— I have in my shop a direct current 
generator run by a gas engine, the cur- 
rent being regulated to 125 volts. With 
this current could I use a 6 volt starting 
motor, or would it have ta be rewound? 
—-A. W. Stewart, North Lewisburg, Ohio. 

The 6 volt motor will not operate on 
110 volts and it would not pay to rewind 
it. About the only way a starting motor 
can be used in the shop is by using a 
6 volt battery as a source of power and 
then using it for some such purpose as 
operating a grinding wheel. Even under 


Generator with Six 


Field Poles 


Q.—Supply wiring diagram 


Fr. L. i’ ghe, Baltimore, Md. 


Wirtrz diagram is shown in accord- 


ance wth your request. 
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1916 Franklin wiring diagram. 







































































these circumstances the operation is nol 


ideal for the battery rapidly becomes dis- 
charged being good for 20 minutes or half 


an hour service before recharging would 
be necessary. If you have some voltage 
to spare however, you could use 4l 
arrangement as shown in the diagram. 


Here the current from the 125 volt 
generator which goes out to your m« 
chine or lights is taken through the 
battery so that it would charge tht 
battery whenever you are using lights 0! 
machines in your shop. Any currell 
from 2 to 12 amperes would probably b 
o. k.. This, has the disadvantage how 
ever of cutting down the voltage at the 
machine or lights by the amount of the 
battery voltage. For example if te 
battery voltage is 7 and the generator 
voltage 125, then you have 118 volts le! 
to operate machine or lights. The start 
ing switch could be used, operated by the 
foot whenever you wish to grind a to 
or other small object.. . 
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— Clearing Up Electrical Troubles 





Plenty of Volts But Shy 
On Amperes 


Q.—Why will a radio B battery, 45 volts, 
not start a Ford car?—Willard Moody, St. 
Charles, Ill. 


When first reading your question we 
thought that possibly you referred to 
using a 45 volt B battery in place of the 
§ volt storage battery so that the B 
battery would have to give out current 
to the starting motor. We believe, how- 
ever, that you realize that the starting 
motor needs about 150 amperes, drawing 
even more than that for an instant when 
the button is first operated. The cur- 
rent that you could take from a 45 volt 
B battery is very much limited, the maxi- 
mum being in the nature of one ampere. 
For this reason, even if you had a mil- 
lion volts, you could not get enough cur- 
rent to work the starter. The reason 
that the voltage does not produce current 
is that the little cells in the B battery 
are sO small and have such a high re- 
sistance that all of the energy is used 
up sending the current through the re- 
sistance of the cells and there is very 
little energy left over for the outside 
circuit When you try to take a very big 
current. We assume that you referred 
to using this battery to operate the vi- 
brating coils of the Ford ignition system. 
Here we also find that the current capac- 
ity of the battery is too low. The Ford 
coil is supposed to operate on an aver- 
age Of from 1.2 to 1.4 amperes. This, 
however, is the average current, while 
the actual current will be varying from 
hothing up to about 5 amperes as the 

















points open and close. As the 45 volt 
B battery is not capable of giving out 
5 amperes we find that the coil would 
be slightly magnetized but would not 
have enough magnetism to pull the points 
open and, cf course, you would get no 
ignition. 

WE ANSWERED THIS ONE BEFORE 


Q.—We are seeking some advice regard- 
ing a North East single wire motor gen- 
erator on a Dodge. This generator has 
had the commutator trued and bearings 
put in shape, field coils and brush hold- 
ers tested for shorts with 110 volt test 
lamp and new brushes properly seated. 
It charges about 10 amp., up to 25 miles 
per hour and then cuts out entirely.—R. E. 
Nickel, Nickel’s Garage & Machine Shop, 
Concord, Ill. 

This question was covered in the first 
article on page 27 of the August 20th, 
1925 issue of Motor AGE and as we as- 
sume you keep a file of Motor AGE we re- 
fer you to the article in question. If you 
do not readily overcome the trouble we 
suggest your getting in touch with the 
nearest North East authorized electrical 
service station. 
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TO CARRY STARTER CURRENT 

Q.—Will you please advise as to type 
and how to install ammeter on model K 
1914 Hupmobile.—E. R. Stockwell & Son, 
Mechanisburg, Ohio. 

The ordinary ammeter cannot be in- 
stalled in this system and it will be 
necessary for you to secure an ammeter 
which has the necessary capacity to 
allow full battery amperage to pass 
through it. The method of installing it 
is shown at Fig. 202. 
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Generator Makes Its Own 
Adjustments 


Q.—I have a 1924 model Overland, little 
four. I had the generator apart to check 
up on the brushes and wires, and found 
them o. k. I can set it so it charges 10 
amperes, but after running a few miles it 
charges 20. Then I can set it back to 
charge 10 amperes and after a few more 
miles running it will drop 2 amperes. I 
cannot find the trouble.—Walter Passehl, 
Box 111, Suring, Wis. 

We will offer a few suggestions but 
will frankly state that the symptoms 
described are very peculiar. A year or 
two ago we knew of one make of gen- 
erator which had this trouble to some 
extent, that is, as the generator became 
hot the charging rate increased. In this 
particular case it seemed to be trouble 
with the brush holders which permitted 
the brush contact with the commutator to 
change we would accordingly suggest 
carefully checking up on the brush hold- 
ers and the contact which the third brush 
makes with the commutator. Also see if 
there is any way that the brush holder 
by being slightly distorted could first 
make the third brush make contact on 
one edge and then later make contact 
on the other edge. 


You might try filing off the front and 
rear edge of the third brush at an angle 
so that only about one third of the brush 
surface makes contact with the commuta- 
tor. Then if the trouble is due to brush 
holder warping at high temperature, it 
should make little difference in the 
charging rate. 


BENDIX REPAIRS AND ARMATURES 


Q.—I have read your articles in Motor 
Acre for a long time and certainly find 
them profitable. I am writing to you to 
find out where I can get a machine for 
repairing Bendix drives used on starting 
motors. I also want to get information 
on the winding of generator armatures.— 
Sherman Carlson, Stillwater, Minn. 

We are giving you by separate letter 
the names of three concerns which make 
devices for repairing Bendix drives. We 
believe that the best method to learn 
armature rewinding is to work in a re- 
winding shop. On the other hand the 
prices on rewound armatures have 
dropped so in the last two or three years 
that we wonder whether it would pay 
a small shop to try to do this work. 
From a merchandising standpoint it 
might be better to connect with a good 
rewinding concern and handle its prod- 
uct locally, as this might be more profit- 
able than trying to compete with a well 
established concern which has already 
created a market for its product. 


We are also giving you by separate 
letter names of two books which contain 
some information on armature winding 
although devoted primarily to general 
electrical work on motor cars. 
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Flat Rates on Battery Service 


tain prices for various jobs on 

batteries before general service 
departments applied this principle to 
the repair of other parts of the car but 
in many shops the principle has not been 
extended to all work done for the car 
owners. 

There are probably fewer big battery 
repair jobs done today than ever before, 
in proportion to the number of cars being 
operated, this being due to the low price 
of new batteries. The repair shop end 
of the battery business must be con- 
tinued however in order to give the serv- 
ice that makes satisfied customers. If 
it is to be a worthwhile department it 
must also stand on its own feet and show 
a profit, and with charging and small re- 
pairs to depend on, each job must do its 
share to carry the expenses of the busi- 
ness and show a profit. 

Custom has decreed in certain places 
that the current that the shop pays the 
power company for can be charged to the 
customer when he has his battery 
charged, but that the labor that the shop 
pays a man for must not be charged be- 
cause it is given out in small bits, as the 
cars are provided with water, while the 
customers are supplied with good advice. 

The leaks in the battery shop are not 
confined to those found in cracked jars, 
for the cash drawer is guilty of many 
a leak. 

A loose system of charging for work 
done will eat up the profits that are 
apparently made on battery sales. 

Some shop proprietors decry the grow- 
ing tendency on the part of car owners 
to buy cheap batteries, but if this is the 
tendency, it must be met intelligently. 
One reason for the demand for a cheap 
battery is the fact that batteries look 
alike and most buyers judge by looks. 
A good battery should be carried to meet 
the needs of the discerning buyer, but a 
competitive battery along with it will 
enable the shop to satisfy the price 
buyer. Low car value, especially in the 
used car market, is another reason for 
the demand for a battery, the price of 


B ‘tain oe: shops began to set cer- 








TYPICAL FLAT RATE CHART FOR THE BATTERY S 
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Each battery service station should make up a similar chart to suit its particular 


















































requirements. 

Old Type 6-11 6-13 6-15 6-19 12-7 12-9 

HAZELETT Type 18 28S 2SE 3S 3SE 5S 5SE 208 218 E£ 

Battery Length 914 1034 19%, 113%, 19% 14% 19% 11% 14% 19% 

Battery Width 74 %7%4 4% %% 4% $j7™% 5% TT4 T% 5% 
Both Both Both Both 

Remaving: Sattery orem ear.A BB .25 20 .25 25 25 035 

ear wn an nspec- 

—.. 7 o B 1.00 1.00 1.00 1.00 1.25 1.50 
Reinsulation (per cell)..--.... A 1.50 1.60 1.80 2.10 1.25 1.40 
Element renewal (percell).. B 3.50 4.00 4.90 6.30 2.40 3.00 
Reassemble and seal AB 1.00 1.00 1.00 1.00 1.75 2.00 
Repaint AB. .30 .30 30) .30 .40 40 
Recharge AB .40 .40 .40 .50 .70 1.00 
Install in car AB .40 .40 50 .60 .50 .80 
Wood case, put on (total)... 2.50 2.70 2.90 3.60 3.20 3.80 
Rubber case, put on (total) 5.00 a a 6.50 =... 
Replacing jar (tetal)........... 1.50 1.55 1.70 2.10 1.30 1.40 
Replacing cover (total)........ .80 .80 .85 95 .70 75 
Install or remove rental...... .20 .20 25 .30 29 50 
Rental per day .20 .20 .25 .30 .30 00 
Water charge for reducing 

hardened or. sulphated 

plates 75 75 .65 15 1.00 1.00 
Fill and inspect 15 15 15 15 25 25 
Total “A” complete reinsu- 

lation (no rental) 7.85 8.16 8.85 9.95 12.35 14.35 
Total “B” complete renewal 

of all working parts (no 

rental) 13.85 15.35 18.15 22.55 19.25 23.95 
New battery exchange price 

Wood case 1 year 15.40 18.20 21.70 25.90 21.00 28.00 
New battery exchange price 

Rubber case 1 year............ 16.40 ee 22.50 
New battery exchange price 

Fighting brand 90 day.... 13.65 gi ms i cir 
Replacing vent (any type)... .10 each 


Clean and grease terminals 

New terminals 

Misel. labor not included 
above, such as repairs of 
eradles, cables and hold- 
downs. Extra 

Storage 











All types of repairs are included above. 


.50 per battery 
List price plus labor 


1.50 per hour 
1.00 per month 


By “Element renewal” is meant the com- 
plete replacement of all working parts of the battery, using the old containers. 








which is in proportion to the value of the 
vehicle. 

But what has this to do with flat rates? 

Simply this, that no margin on sales 
is available to carry any portion of the 
repair shop expense. Flat rates must 
be used. They must cover each bit of 
work done. They must be adequate to 
cover the time spent talking with cus- 
tomers. They must cover inspection, 
testing, filling and every detail of the 
work that is handled throughout the day. 

The price buyer is the big battery 
buyer today. He does not buy out of 


gratitude. He will not buy merely be- 
cause he has had free water at intervals. 
He will buy where the price is lowest, 
and if the battery shop or department 
is to survive it is because work that is 
worth while is paid for by the customer 
at the time the work is done. 

The accompanying chart may not be 
ideal for each shop, but each shop should 
have an equivalent flat rate chart posted 
up where all can see. It is a protection 
to the customer and the proprietor and 
indicates an established basis that is fait 
to all concerned. 





Generators Become Motors 
(Continued from page 15) 


amperes and yet in our table we 
show a theoretical current of 25 amps. 
at 1600 r.p.m. of the generator. A cur- 
rent of this magnitude would quickly 
burn up the armature of the average gen- 
erator, for the heat developed in the 
armature increases as the square of the 
current. For this reason the heat at 25 
amperes charge would be nearly three 
times the heat developed at 15 amperes. 
That is why all generators for use on 
automobiles have to have some method of 
regulating the current, just as the dam 
was used to regulate the flow of water 
from the lake. 
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“We also find that the practical gen- 
erators used on automobiles do not have 
permanent magnet fields but use electro- 
magnetic fields which are excited by 
current taken from the armature. In 
these the voltage builds up even faster. 
This can be illustrated by looking at 
this sketch (Fig. 3). In this illustration 
let us imagine that at 100 r.p.m. we have 
1 volt generated just as we had with the 
other machine. 

“Now if we increase the speed to 200 
r.p.m. we might figure that we have 2 
volts as before. This would be correct 
if we figure on speed only. With 2 volts, 
however, there would be twice the cur- 
rent in the field and therefore a stronger 


condition of magnetism. This in tur 
would produce more voltage, whicl 
would make more field current flow, 
which would make more magnetisi 
which would make more voltage—’ 

“Hold on, there,” said Valvy. “You 
con’t go on forever, or you will have 
perpetual motion.” 

“Right,” said the Red Head. “Evel 
tually the iron gets saturated, but befor® 
it does we find the voltage coming UP 
even faster than we formerly figured 
which shows the reason all automobile 
type generators must have somie systell 
of regulation, just as the lake needed 4 
dam to give more even flow of water to 
the power houses.” 
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|New Appliances for Shop Work 


Curtis Air Cylinder 


The Curtis Air Cylinder to lift a car 
is useful when washing a motor vehicle 
or performing operations that require 
getting at the underneath structure. 


The end of the piston rod is fitted with 
a cast steel saddle, which engages the 
front axle of the car and the manipula- 
tion of a valve on the wall or at any 
convenient place raises the car approxi- 
mately 3144 to 4 ft. (or a greater lift if 
desired) and after the washing is com- 
pleted, lowers the car to the original 
position, permitting it to drive off the 
rack. The regular air compressor 
equipment in the garage or the com- 
pressor which is a part of the Curtis 
Air Mist system, supplies sufficient air 
to operate this cylinder without the 
necessity of purchasing extra air com- 
pressor equipment. If the hoist is 
mounted in a floor where there is a 
basement underneath or another floor 
underneath, a special stuffing box is 
furnished to prevent the water from run- 
ning down to the floor beneath. The 
illustration shows the ground floor in- 
stallation where the hoist cylinder is 
down in a small concrete pit or well. 
Made by the Curtis Pneumatic Machin- 
ery Co., St. Louis, Mo. 


Millers Falls Portable Drill 


Either D.C. or A.C. up to 60 cycle 
can be used to operate the No. 414 
portable electric drill manufactured by 
the Millers Falls Co., Millers Falls, Mass. 
The motor with a no load speed of 1800 
'pm. and drawing 1.2 amps, will drill 
holes 44 in. in steel, 5/16 in. in cast iron 
and 8% in. in wood. Ball bearings and 
leat treated alloy steel gears are used 
throughout, the latter driving the heavy 
duty Jacobs chuck. The motor which is 
fitted with pig tail brushes is controlled 
by the automatic switch mounted in the 
handle and current is supplied through 8 
it. of rubber covered wire and an armored 
attachment plug. Weight 514 1b., length 12 
in. Price 110 volt $30, 220 volt $34. 
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Black & Decker Engine Kit 


All operations pertaining to valve 
grinding and carbon cleaning can be per- 
formed quickly and at lower cost, it is 
stated, by using the engine kit recently 
placed on the market by the Black & 
Decker Mfg. Co., Towson, Md. The kit 
consists of a heavy duty quarter inch 
portable electric drill with stand, 45 
degree stones, stone grinding wheel, 
pilots, carbon brushes and holder, valve 
guide cleaners, 4 in. wire brush and 
arbor and 3 in. grinding wheel and arbor 
all contained in a metal tool box with 
lock. Space is provided for additional 
articles such as cotter pins, drills, lock 
washers, ete. The illustration shows a 
kit suitable for work on the majority of 
cars and special kits are made for 
Buick, Chevrolet and Ford cars. 


—_—— 


Mossberg No. 82 Wrench Set 


Three sizes of spark plug sockets and 
18 chrome molybdenum steel heavy duty 
sockets with various handles are con- 
tained in the No. 82 heavy duty socket 
wrench set manufactured by the Frank 
Mossberg Corp., Attleboro, Mass. The 
sockets range in size from 7% in. to 1 in. 
hexagon and % in. to % in. square. All 
the sockets and handles are contained in 
a 4% by 11% by 20% in. brown enamel 
steel Kennedy kit. Price $23. 
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New Williams Wrenches 

J. H. Williams & Co. of Buffalo, N. Y., 
have announced the addition of tappet 
and check nut wrenches to their line of 
chrome - molybdenum “Superrenches.” 
These are especially designed for tappet 
adjustment, the length being ample to 
prevent burning the hands while working 
on tappets when the engine is hot—the 
only time for such service. Although 
long and light with thin heads and jaws, 
they are said to be unusually strong and, 
it is claimed, are well adapted to use 
on check nuts. All are guaranteed 
against breakage. Furnished  heat- 
treated and nickel-finished, with heads 
buffed bright. Literature will be furn- 
ished on application to the manufacturer. 


Valley Buffer and Grinder 


The Valley Electric Co., 3157 South 
Kingshighway, St. Louis, Mo., has de- 
signed and is now marketing a buffer and 
grinder. The motor, mounted on a heavy 
cast iron pedestal, which is said to elimi- 
nate vibration, is provided with a double 
shaft extension threaded on both ends to 
which the wheel or wire brush is fast- 
ened. Mounted on the base is a safetly 
switch completely wired to the motor so 
that it is only necessary to bring the 
wires to the machine. Finished in ma- 
chinery gray, oil proof enamel. Can be 
furnished in sizes of % to 4h.p. Prices; 
1% h.p. single phase $112, 1 h.p. single 
phase $130. 


GreaSoFast Grease Gun 


In the description of the GreaSoFast 
Grease Gun appearing in this department 
May 27 a typographical error made the 
second sentence read that this device is 
“made with an indestructible universal 
ball joint, steel pipe and leak proof 
holes.” Obviously there is no such ani- 
mal. The article should have read “leak 
proof hose.” This grease gun is made 
by Drolet & O’Brien Co., 209 S. State 
Street, Chicago. 
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Britten Sells a Car a Day 


(Continued from page 13) 


that he already is a member of the large and contented 
Studebaker family. And, by the way, Mr. Sands door is 
always open. No high-hatting formalities around our 
place. 

“T never interview a prospect. without asking for the 
order. You may wonder why I enthuse about this point, 
but I’m taken by surprise time and time again. Many 
give me the order long before I expect it, and sometimes 
when I don’t expect it at all. 

“But if I don’t get it right away, that doesn’t discourage 
me. I believe in staying with a prospect until he is 
either driving your car or the other fellow’s. I find that 
pays better than chasing around looking for ‘easy pick- 
ings.’ I would rather have three good prospects than 25 
leads that I don’t know anything about. Sometimes I 
find myself slowing up. That’s fatal to my sales record. 
Not so much because I don’t see as many people, but 
because I lose my pep and enthusiasm—and can’t close 
a deal when I’ve got one. If I’m right on my toes for 
all there is in it, selling is easy. A salesman can’t be half- 
hearted.” 

“How do you get your prospects,” the writer asked 
Britten. 

“There’s always someone willing to help you, if you 
help them. There is a transfer company in Seattle that 
sold seven cars for me last year and almost half that 
many this year. The men there go out of their way, 
and sometimes to considerable trouble, to give me pros- 
pects. Just a matter of reciprocity. In going about town 
I come in contact with people who are moving. I recom- 
mend this transfer company, and then give the boys at 
the office a ring on the telephone. I steer business their 
way and they do the same for me. I have a similar contact 
with a bank, an insurance company, a real estate office, 
and several other concerns. It’s very simple, but very 
effective. They all turn prospects my way—and they’re 
good ones. 

“Then my old customers give me a great many good 
tips. When I sell a car, I mark that customer down as 
another valuable friend. I’m always on hand at the time 
of delivery. If possible I drive out to their home with 
them, on the pretense of seeing that the car is working 
properly. I invite them to look me up personally should 
they need service. I tip off the boys in the shop, and when 
one of my customers arrives, I try to be there, and give 
whatever assistance I can. Of course, they could get 
along without me, but I can’t get along without them. 

“I drop out to their homes of an evening to see how 
they like the car. Do their friends and neighbors like 
it? Did they say anything about buying acar? Naturally 
I get many live leads in this way. The other day a 
customer called me by phone and told me that a com- 
petitor was visiting a neighbor. I jumped in my demon- 
strator and went out there. I got the order. A short 
time before that I had let this old customer use my 
personal car, while his was being repaired. He showed 
his appreciation, and I was well repaid for my trouble. 
It’s the little courtesies that count. When I get a cus- 
tomer’s name on the dotted line, my work with him is 
just starting. I see that he’s satisfied, and then I keep 
him satisfied.” 

Mr. Britten has a habit of picking up pedestrians in 
his car as he goes to work in the morning. His car is 
generally well-loaded when he gets downtown. If these 
people had cars, they perhaps wouldn’t be walking, so 
he reasons they’re good prospects and worth cultivating. 
He always has an ample supply of business cards with 
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him, and on these occasions, hands them out. 
a ring if you or any of your friends are in the market 
for an automobile.” Who wouldn’t return a favor gra- 
ciously given, and hence it is not surprising that Britten 
gets many prospects through this practice. 

This merely illustrates that a good salesman sells 
automobiles from morning till night, keeps his eyes ever- 
lastingly open for leads, makes friends with everybody, 
solicits their patronage or assistance, and then “asks for 
the order” with a minimum amount of preliminaries, 

“What is your greatest sales’ difficulty?” 

“Taking in a used car—that’s when the trouble starts.” 

“T never discuss the used car, until the customer js 
sold on a new one, except to learn what kind of a car the 
prospect is driving, to get a line on what type is most 
suitable. I make it a rule never to give an appraisal on 
an old car until the new car is sold, because if you first 
get involved in a wrangle on trade-in valuation, there is 
little hope of getting interested attention on a new car. 
A little tact will avoid the subject until the opportune 
time.” 





A Fortune in a Showroom 
(Continued from page 17) 


hauling jobs and the reconditioning of used cars. 

The lower floor while it has light only on one side is 
fairly well lighted because it has a very high ceiling and 
the windows occupy the upper half or two-thirds of the 
wall giving almost the effect of skylights. The upper 
floor has skylights as well as side windows. 

Another novelty in the service room is the installation 
of large iron pipe outlets through the wall for the escape 
of exhaust gases when engines are being tested or run-in. 

Contrary. to the usual custom there are no fixed benches 
in the service rooms where cars are placed but the cars 
are backed up to the wall as in storage. This leaves the 
front to the aisle and all work is done at this point unless 
parts are removed when they may be taken to a bench 
if necessary. 

Both the exterior and interior are designed in the 
French Gothic styles, even to the chandeliers, which are 
in wrought and cast bronze and weigh 250 Ibs. apiece. In 
fact the design is very well carried out and very rich 
without appearing overdone. The entrance doorways are 
perhaps the most elaborate part of the whole scheme. The 
doors, door frames, and superimposed grills are of solid 
cast bronze casting each and together.with the bronze 
canopy outside weigh several tons. 

Above the showroom and offices are two floors col- 
taining 25 apartments finished in the same exclusive style. 
These are entered from the side street, the entrance being 
just back of the showroom. 





A Banker’s View of Used Car Traders 


(Continued from page 11) 


to each and every automobile concern. We believe it is 
our duty to help protect from irresponsible and unbusi- 
nesslike competitors our customers who earnestly and 
conscientiously endeavor to place every department of 
their business on a sound operating basis. 

This leads us to this final conclusion; namely, that 
from this date on, the bank will decline the business of 
automobile concerns that continue to conduct their bus! 
ness in connection with the handling of used cars in 4 
manner that is manifestly unsound and unbusiness-like 
because of allowances made by them on trade-in used cars, 
entirely out of proportion to the re-sale value of the cars 
as determined by the ability of the dealer to sell and 
dispose of them. 
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FE DIT ORTAL, 


Can You Read the Picture? 


NABILITY to read the picture as presented by the 
| books is declared by a straight-thinking member 

of the trade to be one of the most serious short- 
comings of many automobile dealers. 

We can take in still more territory on this point. 
Inability to read the picture is one common weakness 
and another is absence of a bookkeeping system that 
will reveal a clear picture. 


In obtaining an intelligent understanding of what is 
going on in each department and of the condition of 
the business generally it is therefore necessary first, 
to have a bookkeeping system which will reflect situa- 
tions as they actually are and second, to know such a 
bookkeeping system so well that its showings will be 
readily comprehended. 


Without doubt there are dealers who have good book- 
keeping systems and yet who are lacking to a greater 
or lesser extent in ability to correctly analyze the 
figures. The only cure for such a shortcoming is 
studious application until the significance of these 
figures is thoroughly mastered. 


As to the fellow who does not have an accounting 
plan that will show the correct picture, the only cure 
is first installing the right sort of books and then learn- 
ing how to interpret them. Inability to “read the pic- 
ture” is a shortcoming we likely would find in many 
dealer establishments as well as in many other busi- 
ness institutions, but behind this handicap often is the 
simple fact that the picture is not there. The book- 
keeping system itself, is all wrong. 

We want more comprehensive and generally better 
bookkeeping throughout the trade and if the trade is 
to prosper to the fullest we will have to have a better 
general grasp of book showings. First, though, let 
us have the right set of books. Then reading the 
picture will be easier. 





There are two varieties of “stickers” we would like to ban- 
ish. One is the unsaleable used car and the other is used on 


the windshield. 


“Sold on the House” 


ERE is a little story: A car owner wanting a 
new car of specific make shopped in three cities 


for the best trade allowance. In the end he 
made his purchase of the dealer who had offered the 
smallest figure and in explaining his reason for this 
decision he said: 

“T had already bought two cars from that concern 
and knew from experience that the company is 
thoroughly reliable, that its servicing besides being 
handy for me personally is the best, and that if anything 
should go wrong with the car due to defective construc- 
tion this company would make it right. I could have 
saved about $150 by buying the new car from another 
dealer but I did not know what to expect from him 
in future attention and therefore decided to do what 
I considered the sensible and conservative thing—stay 
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with the company I felt sure about.” 

It is not the wild trade-in allowance that develops 
the best permanent business. The thing that does the 
trick is a policy such as above indicated, plus satisfac- 
tory servicing. This man was sold on the house which 
for several years had served him honestly and well, and 
in every dealer’s territory there are enough owners 
possessing that same philosophy which if cultivated by 
the merchant will develop a good volume of business. 
When you get them this way the trade allowance even 
though seeming smaller than might be obtained else- 
where does not cut such a figure. 


oY 


Grand opera has its place, but the most beautiful music 
to a dealer or salesman is the scratch of a prospect’s foun- 
tain pen. 


Remember the Women 


N this day when the service station is visited fre- 
| quently by women and with woman’s voice figuring 

so much in automotive buying it follows that her no- 
tions must be catered to by the establishment which wants 
her acclaim. One good way not to get it is to make 
her trip through the shops disagreeable. She likes to walk 
on a clean floor and does not like to risk her clothes to 
grease or dirt. The tidy shop where no such hazards 
exist naturally appeals more strongly to her. That is 
the sort of shop she will not object to visiting and which 
stands the best chance to retain her permanent patronage. 





All the dead beats in the country will gladly indorse the 
practice of 10 per cent down and 18 months on car pur- 
choses. But that is in line with their business. 





Making Letters Effective 


DEALER asked Motor AcE for its criticism of 
A some letters he had used in a mail campaign. 

His complaint was that the letters did not seem 
to produce satisfactory results. It was the opinion 
here that the chief weakness of these letters was in 
dealing too much in generalities and not focusing atten- 
tion upon any specific feature of the business. | 

That same fault is observed quite often. The sales 
letter should centralize on some one outstanding 
element which the dealer desires to bring to the atten- 
tion of prospective customers. 

Trying to-cover too much ground not only confuses 
the reader as to what it is all about but he puts down 
the letter finally without having realized a definite 
impression. : 

If it is some excellent form of service the company 
wishes to feature let the letter tell about that and 
for best results, that only. Or if the company has some 
new policy on selling cars that it wishes to emphasize 
confine the letter to that subject. The chances are much 
better by this route than by trying to sell everything 
in the plant at one fell swoop. 





Another name for “Merchandising,” without an adequate 
bookkeeping system, is “Blind Man’s Buff.” 
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RETAIL SALES VOLUME IN MAY 


New Cars Move Rapidly 
In Nearly All Sections 


Used Car Situation Shows Im- 


provement with Late 
Closed Models Leading 


Retail automobile sales through- 
out the United States in May kept 
about even with April and perhaps 
slightly ahead of May last year, 
according to reports from prin- 
cipal cities which are given in 
detail below. The eastern centers 
showed material advances both 
over last month and last year. 
North central districts, as a whole, 
showed but slight advances; south 
and south central territories re- 
ported a large gain in volume; ex- 
treme southwest cities reported a 
slackening in demand with volume 
below April this year and May last 
year, while the northwest states 
found demand steadily growing and 
reported excellent business for the 
month. The reports: 





Chicago 

Retail sales demand has continued 
through May the pace set in April, deal- 
ers and distributors in nearly all lines 
and price classes report. Stocks are 
being reduced steadily although inven- 
tories are considered by some companies 
greater than the.same time last year. 

Sale of cars generally show a big gain 
over May last year and a steady increase 
over April this year. The usual spring 
advance in retail business did not start 
this season until about the last two 
weeks of April, on account of the 
weather, so that the gain has been more 
marked since that time than in former 
years. 





Charlotte, N. C. 


The demand in all lines of automotive 
trade broadened steadily in this territory 
in the month of May and new cars were 
moving rapidly into owners’ hands the 
first of June, despite the handicap on 
sales imposed by the operation of the 
state licensing laws. 

The used car situation early in June 
generally was fair, with stocks showing 
a slight increase, compared with those 
of May 1. All classes of new cars were 
in brisk demand, though several lines 
were favorites. 

Dealers in accessories and supplies 
indicated their business was fair to good 
and slowly improving in response to 
seasonal conditions. 

The present status of the automotive 
trade stands in sharp contrast to what it 
was May 1, when a strong resistance to 
sales was being met with only fair suc- 
cess by vigorous sales efforts. The sales 
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efforts are now no less vigorous, but the 
resistance on the part of the public has 
decreased to a marked extent. 

Credit conditions generally are satis- 
factory, though confidential information 
from some finance companies indicates 
that there is a slight but definite in- 
crease in the number of repossessions 
of cars sold on deferred payment plans. 


Salt Lake City 

Although not a few automobile dealers 
are doing better than last year, most of 
them say business is not what they ex- 
pected it would be. They had hoped 
that the great improvement in the in- 
dustrial situation would have brought 
them more business. Business men in 
other lines are complaining that all the 
money is going to the automobile com- 
panies now. May business compares 
favorably with April and is ahead of the 
corresponding period of last year. Used 
cars in all of the larger cities of the 
state are still giving many dealers some 
concern. One firm in Salt Lake City has 
250 on hand right now. 


-_ - 


Cleveland 


The month of May has been excep- 
tionally good to all branches of the auto- 
motive field in Cleveland. 

Car manufacturers maintained through- 
out the 30-day period near _ record- 
breaking production. In all instances, 
the month’s output was equal to the 
output of the same month a year ago, and 
in some cases the record of May, 1925, 
was passed. 

Car distributors and dealers likewise 
shared in the lucrative profits, disposing 
of as many, if not more, new cars than 
were sold in May, 1925. Present stocks 
are comparatively light, although in some 
cases still are of normal size. 

Used cars, pretty much of a drug on 
the market throughout March and April, 
principally because of unseasonable 
weather, went like so many hot cakes 
during May and still were moving with 
marked rapidity when June was ushered 
in. 

Tire trade was unusually good and the 
same is true of the accessory business. 
Accessory manufacturers in the Cleve- 
land territory reported no cessation of 
capacity production in sight. 





Milwaukee 


Retail sales of passenger cars in May 
proceeded along a normal] line and there 
is no question that the volume has made 
a substantial gain over May, 1925, when 




















sales aggregated 13,238. To date the 
record for 1926 is: 
1925 1926 

January 4,025 4,764 
February 4,845 4,998 
March 6,676 7,161 
April 10,749 11,479 
May 13,238  *13,600 
*Estimated 


Business is spotty. Farmers are not 


buying readily. In the cities sentiment 
is much more optimistic, and this is 
evidenced by the greater percentage of 
increase in urban over rural districts as 
shown by figures so far this year for the 
entire state. 

Employment at the end of May was 
steadier after a declining movement 
through March and April. Business in 
general seems to be getting over the 
bearish effect of the spring trade lull in 
most lines. 

The used car situation is becoming 
more vexing as stocks accumulate. Sales 
are increasing steadily but hardly in pro- 
portion to the number coming into deal- 
ers’ hands on new deals. Several lead- 
ing dealers have opened open-air used 
car stores apart from their regular sta- 
tions to facilitate storage and disposition. 





Louisville 


With the advent of good _ spring 
weather, business in all branches of the 
automotive industry is showing the in- 
creases predicted early in the year. 
Sales of passenger cars as a whole are 
excellent, and while one or two lines 
show no increase this is due in most 
instances to competition, losses of any 
one make being more than offset by 
gains of another. Total sales of new 
cars in May are but slightly below April 
which month set a record above any 
month of this or last year. As a whole 
the industry is leading last year’s rec- 
ord by a satisfactory margin with ex- 
cellent prospects for continued good 
business throughout the year. Used car 
sales are reflecting the trend of the new 
car market though not to the same ex- 
tent. Stocks show a slight increase but 
dealers are not alarmed and the used 
car is not dampening the general feeling 
of confidence in the trade. New car dis- 
tributors are profiting by the gradual im- 
provement in rural conditions. 





Dallas, Tex. 


Warmer weather during May, coupled 
with the beginning of the marketing of 
a $50,000,000 grain crop, a $10,000,000 
vegetable crop and a $20,000,000 fruit 
crop, materially stimulated the automo- 
tive business in Texas and parts of 
Oklahoma, Arkansas, Louisiana, New 
Mexico and Arizona as the sixth month 
of the year opened. 

The actual sale of new automobiles 
during May was 10 per cent greater than 
for the preceding month, according to 
reports from a score of distributors and 
a half hundred dealers. Very few of the 
dealers were carrying overstocks while 
in some sections they were having 
trouble getting deliveries to supply 
demands for most popular models. That 
was especially true of the San Antonio 
district and the Panhandle sections. 

Fully 80 per cent of the sales were 
on a trade-in and monthly insta!ment 
basis. While the low priced cars held 
the bulk of the sales there was a good 
business in the medium priced ma 
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HOLDS UP TO APRIL STANDARD 





chines, cars from $1,600 to $2,500, and 
good trading in higher priced machines. 
The dealers were predicting the volume 
of trade in 1926 would be greater than 
in 1925 despite late spring, cold weather 
and reduced prices. 

Used cars were moving freely. The 
buyers were showing more preference 
for late models of enclosed designs 
which had been thoroughly overhauled. 
The majority of this business involved 
trades and monthly pay plans. The re- 
tailers were pretty heavily stocked and 
were conducting heavy advertising cam- 
paigns to move cars. 





Buffalo, N. Y. 


The trend of new car sales continues 
to be good and favorably comparable 
with those of last year at this time when 
the activity was certainly no more and 
in some cases appreciably less. More 
roadsters are being sold this year than 
last year but most of the other sales are 
closed cars, some reporting as high a 
ratio as 98 out of a possible hundred. 

Used car conditions are not as good 
as those of last month and constitute the 
one disquieting aspect of the Buffalo 
motor market. Most dealers are paying 
special attention to the used car situa- 
tion and various plans are being tried 
to move cars. 

Tire sales are active and normal and 
quite active in accordance with the na- 
ture of the season. 


Alaska 


An increase in the popularity of the 
automobile in Alaska is indicated in a 
report from the manager of the Alaska 
Railroad just received by the Depart- 
ment of Interior showing that 67 cars 
have been received for shipment at 
Seward so far this spring. Shipments 
of motor vehicles included 47 automo- 
biles, 5 trucks and 15 truck chassis. 
During a single week eight cars of auto- 
mobiles arrived by steamship at Seward 
and were shipped over the railroad to 
various points in the interior of Alaska. 





Des Moines 


New car sales in Iowa have been good 
during the last 30 days. Registration for 
May will probably show a nice increase 
Over the same period of last year. A 
Summary of registrations for the first 
four months of 1926 show an increase 
of 4,481 cars over those during the same 
period of last year or about 12 per cent 
increase. Used car stocks are not large 
and are turning well. 





New Orleans 


A survey of automobile sales in this 
territory for May indicates a drop of 
slightly over 9 per cent as compared with 
the preceding month, but shows an in- 
crease of approximately 11 per cent over 
May of last year. The trend of sales is 
increasingly toward closed types, about 
93 per cent being of this type. 

The used car departments of the 
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various dealers are uniformly in better 
shape than this time last year. This is 
due to the policy of conservatism of all 
dealers in trade-in allowances. Prac- 
tically all dealers have fewer used cars 
on hand than in May, 1925. 

The drop in automotive accessory busi- 
ness is less than the sale of new auto- 
mobiles. A careful survey of the field 
indicates a decrease of about 3.5 per cent 
over the volume of business of the pre- 
ceding month. An increase of about 12 
per cent over the volume of business for 
the same period of last year is reported. 





General Business in 


May Slightly Declines 


WASHINGTON, June 7.—Automo- 
bile production continued in large 
volume during April and early May 
although industrial and trade activ- 
ity wenerally declined slightly in 
this period and was accompanied by 
a further reduction in the general 
level of prices, the Federal Reserve 
Board announces here in its sum- 
mary of general business and finan- 
cial conditions throughout the 
country. 

The board reported there was a 
continued large demand for com- 
mercial credit and the volume of 
security loans remained at a con- 
stant level after a rapid decline 
since the first of the present year. 

“Production in basic industries,’’ 
according to the Federal Reserve 
Board’s index, which does not in- 
clude automobiles, “decreased 1 per 
cent in April. Slight inereases in 
production of lumber and pig iron 
were more than offset by declines 
in output in other industries. Par- 
ticularly large recessions were 
shown in the production of steel 
ingots and in textile mill activity. 

“Factory employment and pay 
rolls declined slightly in April, 
particularly in the food, tobacco, 
textile and boot and shoe industries. 
The value of building contracts 
awarded during April was smaller 
than in March and practically the 
same as in April of last year. 
Awards for the first two weeks in 
May, however, showed increases as 
compared with the same weeks in 

1925.” 











San Francisco 

May passenger car sales in the terri- 
tory tributary to San Francisco showed 
little if any improvement over those of 
April of this year, and fell nearly 25 
per cent below those of May, 1925, ac- 
cording to a survey of the month by the 
Motor Car Dealers’ Association of San 
Francisco. Used cars, however, showed 
a suprising pick-up in the last 10 days of 
May, due partly to three factors: First, 
that many of the new car dealers have 
been putting their best new-car salesmen 
on their used cars, in an effort to move 
some excess stocks; second, that a num- 
ber of the leading new-car dealers have 
rented vacant lots in San Francisco, 
Oakland and other cities and are concen- 
trating their used-car sales in these open 
air markets; and, third, that trade-in al- 
lowances on new cars have been reduced 
materially by virtually all the dealers, 


while increased down payments, up to 
33 1/3 per cent on new cars and 40@50 
per cent on used cars, with larger 
monthly payments and shorter time limit, 
are being demanded by a majority of 
the dealers. There appears to be a con- 
siderable stock of new cars on hand, 
some dealers in the San Francisco as- 
sociation estimating the stocks as suf- 
ficient for 60 to 90 days, instead of the 
usual 30 to 40 days. The higher priced 
cars seem to be backing up in sales, and 
motor trucks are moving slowly, though 
probably slightly better than in April, 
and not so good as in May a year ago. 





Birmingham 


Business has been excellent on auto- 
mobile row throughout the month of May 
according to the reports of dealers in 
cars, tires, accessories and supplies who 
were asked for opinion. Business has 
shown a steady increase throughout the 
current year, eaerh succeeding month be- 
ing better than the one before. 

‘Sales have been better both on new 
cars and used cars during May than 
they were in April and tire dealers also 
report substantial business .increases. 
Credit conditions have continued satis- 
factory throughout the month, very few 
repossessions being reported on used 
cars and fewer still on the new ones. 
The uniform steady business in prac- 
tically all lines is responsible for the 
good credit conditions. 





Takes Stutz Distribution 


TOLEDO, June 7.—Willis F. Day, Jr., 
of the Willis Day Motor Sales Company, 
has been named general distributor in 
northwestern Ohio and southern Michi- 
gan of the Stutz cars, it was announced, 
and has opened new quarters. at 
the southeast corner of Adams and 
Eighteenth streets a complete line of the 
new straight-eights. 


Unfair Selling Charged 


NEW YORK, June 7.—On a charge of 
selling lubricating oil falsely represented 
as a well known brand, Magistrate 
Simpson in the Commercial Frauds Court 
has held for trial Louis Rich of 630 East 
170th Street, Bronx, owner of a garage 
at 129th Street and Park Avenue. 


Many Hear A. E. A. Speaker 


CHICAGO, June 7.—The “Ask ’Em to 
Buy’—“Show ’Em and Sell ’Em” mes- 
sage of the Automotive Equipment Asso- 
ciation was heard by over 2,500 dealers 
who attended merchandising meetings 
recently promoted in the south by the 
A. E. A. The meeting in Memphis May 
21 drew 420 automotive merchants, this 
tying the record set by Miami, Fla., when 
420 dealers attended a meeting there on 
May 10. In every city where meetings 
were held, arrangements were made by 
the local jobber members of the A. E. A. 
Henry Kirkland represented the associa- 
tion and was the main speaker on every 
program. 


37 








PARTS AND ACCESSORY OUTPUT 


Last of May Shows New 
Rise in Factory Demand 


Jobbers Report Business Run- 
ning Ahead Despite Gen- 
eral Recession 


NEW YORK, June 7.—Automo- 
tive parts and accessory production 
continues in volume well ahead of 
last year despite the slight recession 
in April and May from the high 
March levels. The latter part of May 
showed a new rise in shipments of parts 
and accessory equipment to car and truck 
factories, after a lull in late April and 
early May, and, with touring weather in 
vogue, shipments to the trade are being 
supported by a healthy whosale and re- 
tail demand. 

Reports to the Motor and Accessory 
Manufacturers’ Association from jobbers 
throughout the United States show that 
their business is running ahead of this 
period last year. 

With motor car and truck production 
reaching an estimated total of 420,000 to 
430,000 vehicles in May against 454,000 in 
April, the industry continues in one of 
the most amazing periods of its history. 
The record activity of the year to date 
has overthrown the calculations of the 
most enthusiastic observers of trade 
conditions, and meanwhile sales are con- 
tinuing at a level that makes any drastic 
cuts in output unlikely to occur for sev- 
eral weeks. 

General business conditions for the 
fourth consecutive year show a slowing 
down at this season, but the recession 
so.far has been mild with operations in 
basic industries estimated to have de- 
clined about 2 per cent. With steel pro- 
duction decreasing, the building as well 
as the automotive industry continues on 
a heavy scale. Steel itself during re- 
cent weeks has shown some improve- 
ment. 

Commodity prices, as reflected in Brad- 
street’s Index, declined for the fifth con- 
secutive month, the index for May being 
10.7 per cent below the high point last 
December and the lowest since Septem- 
ber, 1924. On account of the excess of 
production over shipments and order in 
many lines there is a feeling that further 
recession are due before a definite up- 
turn occurs. 
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N. A. C. C. Holds Annual Meet 

NEW YORK, June 7.—Although defi- 
nite figures were not available at the 
annual meeting of the National Automo- 
bile Chamber of Commerce today, May 
production of passenger cars and trucks 
in the United States and Canada is be- 
lieved to have run slightly under April, 
which was the high record month. The 
members did not discuss business con- 
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ditions but Col. Charles Clifton, presi- 
dent, said that those conditions were 
never more favorable than they are 
today. 

Col. Clifton urged the necessity of ob- 
serving conservatism in financing new 
and used car sales. With money and 
credit easy, he advised careful study of 
the buyer’s credit and emphasized the 
desirability of one-third down and 12 
months to pay as a sound minimum in- 
stalment basis. 

The report of the recent advertising 
managers’ conference in Detroit was ac- 
cepted and the members recommended 
that advertising based upon fear, or men- 
tioning competitors’ names without their 
consent, be avoided as far as possible. 
It is understood that some of the car 
manufacturers who have been using 
“fear” advertising admit that this prac- 
tice has been carried too far. By fear 
advertising is meant the attempt to ex- 
pand car sales by emphasizing certain 
safety devices and characteristics in a 
manner which reflects upon cars which 
do not possess such devices. 

All officers were re-elected and those 
directors whose terms expire were again 
chosen: Alfred H. Swayne, Col. Charles 
Clifton, Windsor T. White, F. J. Hyanes 
and Harry M. Jewett. 


Fisher Sees Industry Sound 


DETROIT, June 7. — Lawrence P. 
Fisher, president of the Cadillac Motor 
Car Co., in a statement regarding the 
growth of the automotive industry, ex- 
presses the belief that the industry as 
a whole is today remarkably sound and, 
with a bright future of service ahead of 
it, the business is on bed-rock foundation. 

“The world has never witnessed so 
rapid a growth of any means of trans- 
portation as it has witnessed in the motor 
car. The growth has been revolutionary 
in its social and economic results. And 
we are just beginning to realize what 
these results are,” he said. 

“Yet so fundamentally sound is the use 
of motor car transportation that the most 
alert, progressive and substantial brains 
of the country have been attracted to 
automobile manufacture and distribution. 
The results of putting the world on 
wheels are already so apparent that, in 
addition to today’s healthy condition of 
this industry, an even brighter future is 
assured beyond peradventure. 


“What has happened in the United 
States exemplifies what this vehicle can 
accomplish in its world-wide influence. 
Here in this country, while railroads 
have actually benefited by the automobile 
industry, we have seen a shifting of a 
tremendous volume of passenger travel 
and of freight to the motor car. 


“In the light of what the motor car 
has accomplished in our own unified na- 
tion, it seems that its benefits will be 
even more clearly felt on continents 
where there are the greater barriers of 
different nationalities, races and lan- 
guages. Where there is mutual under- 


standing, hatred dies and co-operation 
takes its place. 

“As time goes on, the industry’s sery- 
ice to the public will, I believe, be car- 
ried on by only the most substantial and 
stable business men in every commun- 
ity.” 


Weaver Opens Garage 


SPRINGFIELD, Ill., June 7.—The 
Weaver Laboratory .garage which has 
been under construction for several 
months, has been formally opened to the 
public. The plant was opend to provide 
close study and research work necessary 
in the development of the new repair 
shop equipment. To provide the prac- 
tical work necessary for the study of ac- 
tual garage requirements and the de- 
velopment of equipment to meet them, 
the company is conducting a general re- 
pair and overhauling service. The plant 
is believed to be the first of its kind in 
the United States. 


Tire Output Down 


AKRON, O., June 7.—Failure of busi- 
ness during May to come up to expecta- 
tions, coupled with the fact that enor- 
mous inventories of automobile casings 
and tubes have piled up within the past 
few months, has caused the majority of 
rubber manufacturers to make drastic 
cuts in tire production schedules. 

Although this is usually the busiest 
period of the year for the industry, the 
first week in June saw curtailments be- 
ing made all along the line. Akron fac- 
tories, as well as those in other sections 
of the country, according to advices re- 
ceived here, reduced tire output at the 
beginning of the current month about 
20 per cent below that of the preceding 
month, and less than 40 per cent, it is 
estimated, under peak levels. The indus- 
try as a whole is operating at the lowest 
point reached in several years. 

Akron factories are operating from 
three to five days a week, and some de- 
partments are practically shut down. 
Several thousand rubber workers have 
been laid off within the last few weeks 
because of decreased tire output. 

For some time now it has been evident 
that there has been a big overproduction 
of tires in this country. Many factories 
ran close to capacity in the first three 
or four months of the year, in expecta- 
tion of a record breaking demand for 
tires this spring and summer, which 50 
far has failed to materialize. 

Retail sales, instead, have been re- 
tarded by the coldest spring weather im 
years, and by what has. virtually 
amounted to a buyers’ strike on the part 
of consumers, who have been eagerly 
awaiting lower tire prices. 
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Overland Has New Coupe 
TOLEDO, June 7.—The officials of Wil- 
lys-Overland Company have announced a 
new Overland Six coupe to sell for $89 
at the factory. 


Motor Agé 
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CONTINUES ADVANCE OVER 1925 





Form Drivurself Corp. 


CHICAGO, June 7.—The organization 
of a new $30,000,000 transportation enter- 
prise by the Yellow Truck & Coach 
Manufacturing Company and backed by 
the General Motors Corporation of which 
it is a subsidiary, was made public today 
by John D. Hertz, chairman of the board. 

In this connection it is proposed to in- 
crease the capital stock of the Yellow 
Truck & Coach Manufacturing Company 
to provide $14,000,000 of which $10,000,- 
000 is to be made immediately available 
for the new enterprise. It is interesting 
to note that this is the first time that 
General Motors interests have engaged in 
the business of operating transportation. 

The new company is known as the 
Hertz Drivurself Corporation and will act 
as a holding company, controlling state 
and local Drivurself companies through- 
out the United States. 

This is the first time in history that a 
transportation system has been offered to 
the public on a chain store plan of opera- 
tion. In the not distant future, it will 
be possible to secure a luxurious private 
car on a rental mileage basis in any city 
in the United States, use it either for 
local or touring purposes and leave it 
in any other city where the individual 
renting the car may happen to be when 
through with it. For example, it will be 
possible to obtain a car in a Hertz station 
in New York and leave it in San Fran- 
cisco, or perhaps get it in Portland, 
Maine, and leave it in New Orleans, as 
the case might be, Mr. Hertz said. 

The following are the officers and di- 
rectors of the Hertz Drivurself Corpora- 
tion: President, John D. Hertz; vice- 
presidents, Irving B. Babcock and M. L. 
Ross; secretary, E. N. D’Ancona; execu- 
tive committee, John D. Hertz, Fred J. 
Fisher, John L. Pratt, Irving B. Babcock 
and M. L. Ross; directors, Alfred P. 
Sloane, Jr., John A. Ritchie, William 
Wrigley, Jr., Pierre S. DuPont, John D. 
Hertz, John R. Thompson, Alfred H. 
Swayne, Fred J. Fisher, P. L. Emerson, 
John L. Pratt, Donaldson Brown, Charles 
A. McCulloch, John J. Raskob, Irving B. 
Babcock, Edward N. D’Ancona, Harold E. 
Foreman, Leonard S. Florsheim, Otto W. 
Lehmann, Robert Lehman, M. L. Ross 
and D. G. Arnstein. 
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Burd Expands Plants 


ROCKFORD, Ill., June 7.—Production 
of Burd-Gilman shock absorbers at the 
Michigan City, Ind., plant of the Burd 
Ring Company, will be doubled when the 
Program for $100,000 plant and equip- 
ment expansions planned for that unit 
is complete. Major George H. Higgins, 
Works manager at the Rockford plant 
this week announced the program. Manu- 
facture of the shock absorbers was be- 
sun at the local plant two and a half 
years ago under the George P. Gilman 
Patents, controlled by the Burd Ring 
Company, and production of from 50 to 
100 sets a day has been increased to 
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nearly 4,000 sets daily with a long list 
of unfilled orders. 

The new unit will contain heat treat- 
ing and enameling ovens, 14 new punch 
and forging presses and commodious fac- 
tory facilities. Edwin Larson and C. B. 
Knodle of Rockford are in charge of 
production. 

The Burd-Gilman shock absorbers are 
being shipped directly to the Ford and 
Olds factories, being standard equipment 


on Oldsmobiles and special certified ac- 


cessories for the Ford, although on the 
Canadian models they are standard. 
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New Ford Finishes 


DETROIT, June 7.—Several of the 
larger dealers have received from the 
Ford Motor Company the Tudor sedan 
and coupe models finished in a special 
green lacquer. The shade of this finish 
resembles the regular colors on the pres- 
ent closed models except that it has a 
dull satinlike effect. Black enamel fin- 
ish is retained on the open models. It 
is understood less than half of the closed 
car production is coming through with 
the new lacquer finish, and 100 per cent 
schedule will not come into effect until 
Officials of the company see how the pub- 
lic likes the new finish. 
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Nash Sets May Record 


KENOSHA, Wis., June 7.—May hung 
up another record for Nash production 
and sales. The month just ended showed 
a gain of 44.3 per cent over the sales 
record of May, 1925, and was the twenty- 
first consecutive month, with one excep- 
tion, that Nash production and sales ex- 
ceeded the figure established in the same 
month of the previous year. The Nash 
dealer contract year begins September 1 
and in the nine months from that date to 
May 31 Nash Motors has built and 
shipped the dealer organization 101,402 
cars. 


Hupp Shipments Gain 


DETROIT, June 7.—From Nov. 1, 1925, 
to April 30, 1926, the Hupp Motor Car 
Corp, has shipped 21,751 new Hupmobile 
sixes. This, it is claimed, sets another 
new high mark for the introductory sale 
of a new motor car. O. C. Hutchinson, 
general sales manager, predicts that the 
success the Hupmobile Six and Eight are 
meeting, will make 1926 the largest in 
the company’s history. Shipments for 
the six months since the announcement 
of the new six were 54 per cent larger 
than those for the corresponding half 
year in 1924-25, and were two-thirds 
those from the entire 1925 year. 


A-C Cuts Prices 


FLINT, June 7.—Price reductions on 
A-C spark plugs are announced by the 
A-C Spark Plug Co. The price of regu- 
lar plugs has been reduced from $1 to 75 
cents and the A-C 1075 for Fords has been 
cut from 75 cents to 50 cents. 


Paige Shipments Gain 


DETROIT, June 7.—Shipments of cars 
by the Paige-Detroit Motor Car Company 
continued to increase in May, with a 
gain of more than 6 per cent over the 
record for April. The May total was 
4,909 cars, including both Paiges and 
Jewetts. 
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D. L. Auld Dies 


COLUMBUS, June 7.—Demas L. Auld, 
founder of the D. L. Auld Co., of Co- 
lumbus, Ohio manufacturers of automo- 
bile accessories and parts died at his 
residence 2498 Brentwood Road. He was 
80 years of age. He founded the D. L. 
Auld Co., in 1872 and until a few years 
ago confined his business to manufactur- 
ing jewelry. Later the jewelry part of 
the business was taken over by a cor- 
poration and the company devoted its 
attention to making castings and bump- 
ers for automobiles as well as interior 
body parts. 
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Dodge Brothers Sets Mark 


DETROIT, June 7.—Dodge Brothers, 
Inc., during May, delivered more new 
motor cars and trucks than during April. 
During the four weeks ended May 29, 
retail deliveries by Dodge Brothers deal- 
ers totaled 37,660. This represents a 
gain of 12,735 or 51 per cent over the 
same period in 1925. From January 2 
to May 29, dealers in the United States 
delivered 144,199 Dodge Brothers motor 
cars and Graham Brothers trucks, a gain 
of 47 per cent over the record of 97,572 
for the corresponding period last year. 


Buick Sets New Records 


DETROIT, June 7.—The Buick Motor 
Company is in the midst of the most 
active selling season it has ever enjoyed, 
according to the announcement of the 
sales department. In the 10 months 
since the current series was introduced 
last August, 205,182 Buicks have been 
delivered to owners. In the first 10 
months after their introduction, 144,776 
1925 models were sold, setting a record. 
The 1926 record, however, is higher by 
by 60,406 cars, or 41.7 per cent. The 
sale of 205,182 Buicks of the latest model 
in 10 months exceeds by many thousands 
the sale of any previous model in an 
entire 12-month period, according to the 
announcement. 
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Marmon Has Best Month 


INDIANAPOLIS, June 7.—Not only 
was May the greatest month in the entire 
history of the Marmon Motor Car Com- 
pany in point of retail sales, but the 
month closed with the greatest single 
day’s business in the history of the 
business with approximately 135 bona 
fide retail sales. May, 1925, represented 
an increase of 52 per cent over May, 1924, 
and last month’s sales even topped the 
previous high mark by 20 per cent and 
also represented an increase of more 
than 30 per cent over April of this year. 
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N.A.D.A. Approves Hanch 
Repossessed Car Stand 


Vane Says Dealers and 
Finance Companies Must 
Work Together 


ST. LOUIS, June 7.—Approving the 
suggestion made by C. C. Hanch, secre- 
tary and general manager of the National 
Association of Finance Companies, C. A. 
Vane, general manager of the National 
Automobile Dealers’ Association, has sent 
out a bulletin urging local dealer asso- 
ciations to establish close cooperative 
relations with local finance associations 
in order to effect a cure of the repos- 
sessed used car situation. The N. A. 
D. A. bulletin has been broadcast along 
with that of Mr. Hanch. 

“The National Automobile Dealers’ 
Association and the National Associa- 
tion of Finance Companies are main- 
taining the closest relations,” the bulletin 
says. “In a way we can suggest develop- 
ments and policies, but the actual field 
contact between the local dealer associa- 
tions and the local finance representa- 
tives is the only way to insure that these 
recommendations are carried out. 

“So far as finance company competi- 
tion with dealer used car departments is 
concerned,” the bulletin continues, “a 
word may well be said for the finance 
company. And we will say it: 

“As Mr. Hanch points out, low down 
payments are the father and long terms 
the mother of repossessions. If dealers 
deliver automobiles on less than standard 
terms and those cars are finally thrown 
back on the finance company, dealers 
cannot expect the finance company to eat 
those cars. Finance companies have to 
get their money back somewhere, either 
from the dealer or the public. 

“As we said at Chicago in January, 
all automobiles have to be sold at retail 
at least once. They’re not sold when 
they’re delivered on terms so loose that 
the buyer has only a renter’s interest 
and not an owner’s. So if dealers are 
staging a car registration competition 
at the expense of safe credit, and neglect 
to sell the car in the first place, they 
can expect to see it sold as a repossessed 
car by someone, somewhere.” 

Cramer Buys Stephens 

BUFFALO, N. Y., June 7—S. A. 
Stephens, Inc., succeeds J. A. Cramer, 
Inc., as Dodge Brothers distributor and 
dealer in Buffalo. Mr. Stephens, prin- 
cipal stockholder in the new corporation, 
was formerly sales manager of the east- 
ern division for Dodge Brothers. The 
Cramer organization, a closed corpora- 
tion, was dissolved shortly after the 
death of Mr. Cramer about a month ago. 

New Commerce Appointments 

YPSILANTI, Mich., June 7.—The Com- 
merce Motor Truck Co., which recently 
announced its new relay axle drive truck, 
has made two important changes in per- 
sonnel in anticipation of a greatly in- 
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List of A. A. A. Speedway Records 


WASHINGTON, June 7.—The American Automobile Association has issued 
the following list of recognized competitive speedway records for standard 


distances : 
Distance Time M.P.H. Driver Car Place Date 
1 Mi, 4.23 89.55 DePalma Mercedes Des Moines 6/24/16 
5 1:09.57 103.49 L. Chevrolet Frontenac Chicago 9/ 3/17 
Ss * 1:18.21 138.089 MeDonogh Miller Atlantie City 5/ 1/28 
gq © 2:14.22 107.28 L. Chevrolet Frontenac Chicago 9/ 3/17 
5 6 2:10.5 137.931 Hill Miller Los Angeles 3/21/26 
10 * 4:24.6 136.054 Duray Miller Los Angeles 3/21/26 
15 *« 6:28.02 139.168 MeDonogh Miller Atlantie City 5/ 1/28 
20 8:48.02 136.314 Duray Miller Los Angeles 3/21/26 
25 * 10:58.90 137.462 MeDonogh Miller Atlantie City 5/ 1/26 
50 ¢ 22 :04.59 135.890 MecDonozgh Miller Atlantie City 5/ 1/26 
75 «§ $2:34.53 138.142 MeDonogh Miller Atlantie City 5/ 1/26 
100 * 44:52.4 133.709 Lewis Miller Los Angeles 3/21/26 
150 “ 1:07 :82.41 133.716 DeVore Miller Atlantie City 5/ 1/26 
200 <“ 1:30:39.11 132.375 MecDonogh Miller Atlantie City 5/ 1/26 
2530 “ 1:51:53.03 134.068 MeDonogh Miller Atlantie City 5/ 1/28 
300 « 2:14:14.18 134.091 Hartz Miller Atlantie City 5/ 1/28 








creased business, W. R. Bassick, presi- 
dent and general manager, announced 
today. Milton A. Holmes has been named 
director of sales and David Domizi has 
been appointed works manager. 





Irvine Succeeds Murphy 

ELMIRA, N. Y., June 7.—The Albee 
Motor Company, distributor and selling 
agent for the Reo Motor Company in 
nine counties, has appointed O. B. Irvine 
of Elmira to succeed Harry Murphy as 
manager of retail sales at the branch 
maintained in Corning, New York. It is 
understood that Mr. Murphy will return 


to the Elmira headquarters where he will © 


continue with the firm. 





Gregg Leaves Department 

WASHINGTON, June 7.—Eugene S. 
Gregg, for five years chief of the trans- 
portation division of the department of 
Commerce, resigned this week to accept 
a position in the executive offices of the 
Western Electric Company, in New York 
City. He will assume his new duties at 
once. Mr. Gregg’s resignation is the 
third in the past few weeks which the 
department has received from commodity 
or technical chiefs who have left the 
government service for more lucrative 
positions. 


Dallas Trade Begins to 
Plan Car Show in Fall 


DALLAS, Texas, June 7.—The annual 
fall automobile show of the Dallas auto- 
mobile dealers and wholesalers, acces- 
sory and equipment men will be held 
October 9 to 24 inclusive. Already the 
jobbers and dealers have begun to plan 
for the big event which will be staged 
in the Manufacturers’ Hall and automo- 
bile show rooms at the State Fair of 
Texas. 

At the Dallas show the automobile 
men expect to have on display the very 
latest creations in the motor world. The 
manufacturers have already announced 
they will lend all co-operation necessary 
to make the big display the most com- 
plete ever seen in the southwest. 

The Dallas association in the next few 
weeks will announce its show committee 
and the actual work of planning for the 
16-days exhibition will be on. 


Walter Heads Flint Branch 

ST. LOUIS, June 7.—Harry A. Walter 
has been appointed manager of the St. 
Louis Flint Co., St. Louis Flint distrib- 
utor, succeeding H. W. Spalding who has 
left the automobile business to engage in 
the real estate business. Walter has 
been in the automobile business since 
1917 and joined the Flint Motor Co. force 
when it opened its factory in 1923. He 
opened the Chicago Flint branch and 
then served with Spalding as factory rep- 
resentative. 

Orders Carload of Horns 

DETROIT, June 7.—Chanslor & Lyon 
Co., San Francisco jobbers, have ordered 
a carload of Klaxon horns from the 
Klaxon division of the Remy Electric 
Co. It is the second time this year—and 
in the history of the company, that a 
carload of Klaxons have been ordered. 
The car contains 5,574 horns. What is 
believed to be the first carload shipment 
of horns was made by Klaxon early in 
the year to the Mills-Morris Co., of 
Memphis. 


Austin Heads Sealers 
WASHINGTON, June 7.—George Aus- 
tin, sealer of weights and measures of 
Detroit and well acquainted in the auto- 
motive industry, was elected secretary 
of the National Weights and Measures 
Conference at its closing session here. 
Other officers elected were G. J. Burgess, 
of the U. S. Bureau of Standards, presi- 
dent; George Warner, Madison, Wis., and 
J. H. Foley, of New Jersey, vice-presi- 
dents; and Dr. S. W. Stratton, president 
of the Massachusetts Institute of Tech- 

nology, honorary vice-president. 

Has Monoxide Alarm 
WASHINGTON, June 7.—A _ carbon 
monoxide recorder and alarm devised by 
chemists of the Pittsburgh experiment 
station of the bureau of mines, depart- 
ment of Commerce, it is announced here, 
will doubtlessly result in the movement 
of heavy automobile traffic through tun- 
nels measurably safer. Detailed descrip- 
tions of these devices are given in Tech- 
nical Paper 355, “A Carbon Monoxide 
Recorder and Alarm,” by S. H. Katz, 
D. A. Reynolds, H. W. Frevert and J. Je 
Bloomfield, copies of which may De ob- 
tained from the bureau of mines office. 
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Auburn Official Finds 
South and West Good 


McDarby Believes Good 
Weather Will Cause Big 
Sales Increase 


AUBURN, Ind., June 7.—N. E. Mc- 
Darby, sales manager of the Auburn Au- 
tomobile Company, has just returned 
from an extended tour throughout the 
south and west covering the states of 
Missouri, Tennessee, Louisiana, Missis- 
sippi, Texas, Florida, Georgia, North 
Carolina and South Carolina. 

“Business conditions throughout the 
territory covered are in good shape,” says 
Mr. McDarby. “Automobile sales have 
been a bit backward on account of the 
late spring. Dealers are very optimistic 
and with good weather, sales can show 
a remarkable increase. 


“The above is true of every state with 
the exception of Florida,” continued Mr. 
McDarby. “Florida is going through a 
period of readjustment brought about by 
excessive speculation in real. estate. 
Real estate was bought and sold without 
any thought of real value and prices 
went sky-high. Naturally, this couldn’t 
continue and right now the state is get- 
ting back to normal which, after all, is 
the best thing that could happen because 
Florida is a wonderful state and has 
everything to make it grow by leaps and 
bounds. Jacksonville and Tampa are 
going right along, as these two cities 
have industries and shipping to fall back 
on and were not affected so much by 
the big boom. 

“I was well pleased with our business 
throughout that territory—dealers are 
very optimistic and sales are far ahead 
of sales for the same period last year, 
this in face of the fact that the weather 
has been anything but favorable for au- 
tomobile sales. There are no stocks of 
cars in dealers’ hands and we confidently 
look forward to a record breaking year 
for Auburn in the south and southwest.” 


—_—— --- - = 


German Show Planned 


WASHINGTON, June 7.—The automo- 
tive division of the Department of Com- 
merce is advised that the 1926 German 
Automobile Show will take place in the 
exhibition grounds on the Kaiserdamm in 
Berlin, from October 29 up to and includ- 
ing November 7. Advices to the division 
lurther state that while the Richaver- 
band de Automobilindustrie originally in- 
tended to have an international show it 
has decided that the show shall remain 
burely German for the present year at 
least. The reason given is that the In- 
ternational Association whose headquar- 
ers are in Paris has not yet decided the 
question of German participation in 
foreign shows. This will not be decided 
Until next winter and Germany in the 
Meantime will not allow foreign cars 
0 participate in the German show. 


Set New Air Records 


WASHINGTON, June 7—Two new 
world records for airplanes, one for alti- 
tude and the other for duration, have 
been established in France in accordance 
with Federation Aeronautique Interna- 
tionale regulations, the National Areo- 
nautic Association announces here. On 
March 17 Lucien Coupet achieved the 
altitude record when he went up 21,456 
feet in a Breguet 19, Farman 500 H.P. 
at Toussus-le-Noble. Coupet bettered his 
own record of May 6, 1924, which was 
18,868 feet. Robert Bajac achieved the 
duration record when he was up with 
“useful load of 1,500 kilograms or 
3,006.93 pounds for three hours, 46 min- 
utes and 35.6 seconds, at Villacoublay on 
March 26 last. The former record of 
3 hours 3 minutes and 30 seconds was 
held by B. Grace of Holland. 
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Dealer Has New Home 


BOSTON, June 7.—The Chandler- 
Cleveland Motor Company of New Eng- 
land has just signed a lease to take over 
the entire building at the corner of Com- 
monwealth Avenue and St. Paul Street 
and it will move there late in the fall 
when the lease of the present occupants 
expires and the place has been renovated. 
It is one of the largest structures on 
Boston’s motor row. The Chandler- 
Cleveland Company at present occupies 
a large double structure on Beacon 
Street with the rear on Commonwealth 
Avenue. 


New Hudson Dealers 


VANCOUVER, B. C., June 7.—South- 
ard Motors, Limited, Hudson-Essex dis- 
tributor, has appointed the following as- 
sociation dealers. 

A. W. Carter, Victoria, B. C.; Park 
Motors, New Westminster, B. C.; Burrard 
Motor Car Co., North Vancouver, B. C.; 
Bloom & Sigalet, Vernon and Lumby, B. 
C.; Similkameen Garage, Princeton, B. C.; 
Thomson Motors, Ltd., Kelowna, B. C.; 
Central Garage, Penticton, B. C.; Burns 
Garage, Grand Forks, B. C.; Sampson 
Motor Company, Nanaimo, B. C.; Smith & 
Bonnicastle, Chilliwack, B. C. 





Toledo Employment Firm 

TOLEDO, June 7.—Employment in 
Toledo continues to hold quite firm al- 
though slight decreases in the total num- 
ber of workers have been evident in 
reports of the last three weeks. In 51 
reporting plants there are now 29,808 
at work as compared with 28,854 at this 
same time a year ago. Plentiful supply 
of labor is indicated by employment of- 
fice reports. The peak of employment 
came about May 1 and in this respect 
follows experience of last year. 





Bock Promotes Beisheim 

TOLEDO, June 7.—E. N. Beisheim has 
been appointed to head the replacement 
sales division of the Bock Bearing Com- 
pany, according to announcement by R. 
E. Clingan, president of the company. 
Mr. Beisheim has served in this depart- 
ment for some time, both in the office 
and in outside sales, and has become 
well known to the replacement parts 
trade thoughout the country. 


Peugeot Leader Advises 
Study of U. S. Methods 


Says Strength of American 
Industry Is in Co-operation 
Between Makers 


PARIS, May 22.—(By Mail)—“‘French 
automobile manufacturers must form a 
joint technical organization with the 
necessary funds to sends its engineers 
and commercial chiefs to the United 
States to study American methods,” de- 
clared Lucien Rosengart on his return to 
Paris today. 

Rosengart, who is vice-president of the 
Peugeot Automobile Company maintains 
that France has a technical lead in auto- 
mobile design, but the strength of the 
American automobile industry lies in the 
grouping of forces and the powerful fi- 
nancial assistance at its disposal. “If 
we can secure equally strong financial 
backing to enable us to organize on the 
same scale, the American peril will be 
swept away. 

“America showed much interest in the 
small 5-h.p. Peugeot automobile and 
plans are already laid for the construc- 
tion of a factory of more than 2,000,000 
square feet for producing this model,” 
says Rosengart. 

There will be important American par- 
ticipation in the motor boat section of 
the Paris automobile show, according to 
promises received by Rosengart. The 
vice-president of the Peugeot Company 
maintains that there is an immediate 
market in the United States for 10,000 
French motor boats; and to take ad- 
vantage of this he has already formed 
an American branch of the Peugeot 
Motor Boat Company. 


ee ee 


Studebaker Sales Gain 


PORTLAND, Ore., June 7.—Comment- 
ing upon the phenomenal increase in 
Studebaker sales of 61 per cent over 
April of last year made by his firm, Hal 
Hillman, assistant to the president of the 
John K. Leander company, Studebaker 
distributor, stated that the month was 
also the largest in the history of the 
Leander company in used car sales. Both 
in volume of business and number of 
used cars delivered the company broke 
all records. 


Wilmer Resigns Presidency 


TORONTO, June 7.—E. G. Wilmer of 
New York, president of the Goodyear 
Tire & Rubber Co. of Canada, Ltd., has 
resigned and is succeeded by C. H. Car- 
lisle, formerly vice-president and general 
manager. This announcement was made 
following a recent meeting of the board 
of directors. Mr. Wilmer remains on the 
board of directors. C. B. McNaught has 
been elected vice-president. Mr. Carlisle 
was with the Goodyear Tire & Rubber 
Co. of Akron from 1908 to 1910, and later 
organized the Goodyear Tire & Rubber 
Co. of Canada, Ltd. 
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TRADE ASSOCIATION ACTIVITIES 


TRADE TO MEET IN SPOKANE 





C. C. Hanch to Be Principal Speaker at 
Washington Convention 

SPOKANE, Wash., June 7.—The an- 
nual convention of the Washington Au- 
tomotive Trades Association will be held 
here June 24 and 25. C. C. Hanch, gen- 
eral manager of the National Association 
of Finance Companies, of Chicago, has 
agreed to speak at the convention, and 
his address will be the principal one dur- 
ing the convention. His topic will be, 
“The Safety Zone in Automobile Financ- 
ing.” 

Other addresses will be as follows: 
‘‘Association,’’ William Simonds, adver- 
tising manager of the Ford Motor Com- 
pany, Seattle; ‘Garages,’ Phil Garnett, 
manager Universal Auto Company, Spo- 
kane; ‘‘Accounting and Budget Control,” 
J. I. Kinman, accountant, Spokane; 
‘Traffic,’ Stoddard King of the Spokes- 
man-Review. An address on ‘Used 
Cars” by a speaker to be selected will 
also be on the program. 

A. S. (Pop) Eldridge, president of 
Eldridge Buick Company of Seattle and 
Spokane, and John Doran, manager of 
John Doran Company, Hudson-Essex 
distributor here, have each donated a 
cup for a golf tournament to be played 
the second day of the convention between 
eastern and western Washington dele- 
gates. 





Boston Boosters Meet 


PROVIDENCE, June 7.—Members of 
New England Boosters Club, No. 1 of 
Boston, held their May meeting here at 
the Narragansett Hotel. There were job- 
bers and salesmen present from eastern 
Massachusetts, Rhode Island and east- 
ern Connecticut. This was the final 
meeting of the winter season and was at- 
tended by nearly 100. President M. S&S. 
Foster called the business meeting to 
order at 6 after the directors had met 
and reported. Then the dinner followed. 
The principal speakers were Sid Stern of 
New York and Mason Rogers of Boston. 
There was a general discussion then on 
the sales compared to last year with the 
members agreeing generally that while 
business could be improved upon it was 
coming back faster than they had an- 
ticipated. 





Tire Dealers to Organize 


COLUMBUS, June _ 7.— Preliminary 
steps were taken at a meeting here to 
organize a Columbus association of tire 
dealers, which will probably be called 
the Associated Tire Dealers of Columbus. 
This association, when completed, will 
be affiliated with the National Tire 
Dealers’ Association. At the first meet- 
ing 40 dealers attended. S. A. Rowe, 
secretary of the national association, 
spoke on the benefits to be derived from 
a good organization of dealers and out- 
lined the plan of organization followed 
in many cities. Trent D. Sickles, man- 
ager of the Columbus Retail Merchants’ 
Association, acted as temporary chair- 
man and told of the good to be received 
from organizations of merchants in all 
lines of retailing. Manager Van Horn 
of the Columbus Better Business Bureau, 
also spoke. A board of directors con- 
sisting of Russell B. Clark, L. J. Wicker- 


42 


sham, Carl F. Lauer, Russell Paul, Mer- 
wyn R. Hatch, J. P. Revenaugh and Ted 
Wells was named to look after the asso- 
ciation. At the next meeting officers will 
be elected and a constitution and by-laws 
adopted. It is believed that there will 
be an initial membership of 50 legitimate 
dealers. 





Establish Credit Bureau 

ST. LOUIS, June 7.—The Associated 
Tire Dealers of St. Louis has opened a 
credit bureau, in which participating 
members exchange the names and ad- 
dresses of badly delinquent customers, 
according to an announcement by Arthur 
G. Jennings, business manager. 

Jennings was authorized by the deal- 
ers at a recent meeting to form such a 
unit of the organization, and his plan 
of procedure was to send out a form 
letter which asked: 

“Would you be interested in having 
this office furnish you with a list of the 
names of persons and firms that have 
bought tires from other tire dealers and 
have failed to pay for them? You can 
have this information provided you fur- 
nish this office with the names and ad- 
dresses of your customers whose ac- 
counts are overdue.” 





Battery Men Plan Program 


NEW YORK, June 7.—At the annual 
meeting of the National Battery Manu- 
facturers’ Association at Roosevelt Ho- 
tel, New York City, June 25 and 26, J. B. 
Perlman of the Hartford Battery Co. 
will relate “‘The Romance of the Bat- 
tery,” A. F. Strayer of the U. S. Light 
and Heat Corp. will discuss refused sight 
draft shipments and there will be a pres- 
entation by the Harvard Economic Serv- 
ice. This is only part of the program, 
the subjects for which speakers are now 
being obtained including the outlook for 
radio batteries, grids and oxide mud, 
health in the battery plant and the suc- 
cess of the trickle charger and elimina- 
tor during the past year. 





Baltimore Dealers Golf 


BALTIMORE, June 7.—During the 
time they can spare from business, the 
members of the Baltimore Automobile 
Trade Association, Inc., are devoting 
much of their attention to golf. The 
association recently launched its regular 
summer tournament. The season opened, 
however, with the Commercial Credit 
Company entertaining the dealers at a 
golf match. This was followed by a 
match between the members of the as- 
sociation. The games will be played 
monthly until cold weather. 





Service Men Meet 


ST. LOUIS, June 7.—The May monthly 
meeting of the Service Managers’ Bureau 
of the St. Louis Automobile Dealers’ As- 
sociation was attended by 86 members, 
representative of that many automobile 
firms. W. G. Miller, chairman, presided. 
Dan FE. Hyland, president of the Auto- 
motive Accessory Association of St. Louis, 
spoke on the advantage of the service 
manager, and to his firm, of pushing 
the sale of accessories to owners whose 
cars were brought in for repairs. 


SOUTH PLAINS DEALERS ELECT 





Walter Royalty of Lubbock, Tex., Heads 
Association for Year 

LUBBOCK, Tex., June 7.—At the reg- 
ular semi-monthly meeting of the South 
Plains Automobile Dealers’ Association 
held here officers for the ensuing year 
were elected and the work of the or- 
ganization reviewed. All of that part of 
Northwest Texas known as the South 
Plains is embraced in the scope of the 
association’s membership. Walter W. 
Royalty of the Royalty Motor Company, 
Lubbock, was elected president; George 
P. Kuykendall of the Kuykendall-Chey- 
rolet Company, Lubbock, was elected 
vice-president, and Jack Harvey of the 
West Texas Motor Company, Lubbock, 
was elected secretary. 

New directors elected for the associa- 
tion to serve for two retiring directors 
were L. E. Davis of the West Texas Mo- 
tor Company and Dyke Cullum of the 
Auto Accessory Company, Lubbock. 


Two committees were appointed by the 
incoming president to look after the 
membership and entertainment at meet- 
ings until relieved by new appointees. 
These were: Entertainment committee— 
Velton Spikes of the Kuykendall-Chev- 
rolet Company, Harry Patillo of the Hub 
Motor Company and Gerald V. Smith of 
the Daily Journal; membership commit- 
tee—Lee Ragland of the Ragland Motor 
Company, Hub Jones of the Hub Motor 
Company and Joe Hilton of the Joe Hil- 
ton Company. 


—_——— 


Plan Membership Drive 
CHARLOTTE, N. C., June 7.—A well- 
organized effort to increase interest in 
the North Carolina Automotive Service 
Association on the part of operators of 
service stations will be conducted this 
summer, culminating in a convention of 
the association to be held at a place yet 
undetermined, according to an announce- 
ment by Keeley A. Grice of Charlotte, 
president of the association, on his return 
from a conference at Winston-Salem 

with other officials of that body. 





McDonald Honored 


ST. LOUIS, June 7.—Frank C. Mc- 
Donald, president, Southwest Nash Co., 
Nash distributor, and retiring president 
of the St. Louis Automobile Dealers’ As- 
sociation, was presented with a Western 
Electric radio amplifier at the first meet- 
ing of the new board of directors of the 
association. George C. Weber, new presi- 
dent of the organization, made the pres- 
entation. McDonald is a member of the 
board. 


Plan Joint Outing 


PHILADELPHIA, June 7.—The com- 
bined outing of the Automotive Service 
Association, the Automobile Accessories 
Business Association and the wholesale 
group of the Philadelphia Automobile 
Trade Association will be held June 10 at 
the Philadelphia Turngemeinde Country 
Club at Eddington. Luncheon and din- 
ner will be served at the club. Athletic 
events will be held in the afternoon. 
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Revenue Receipts Show 


Loss from April, 1925 


Collections Last Month Total 
$11,330,473 Against $13,- 
239,951 a Year Ago 





WASHINGTON, June _ 7. — Internal 
revenue collections for the month of 
April were exactly $1,909,477.17 less than 
the receipts for April, 1925, the internal 
revenue cOmmissioner announces here. 
The collections last month totaled $11,- 
330,473.86 as compared with $13,239,- 
951.03 in April, 1925. 

An increase of $25,251,820.41 still pre- 
vails, however, the statistics show, in the 
recipts from July 1, 1925 to April 30, 
1926, as compared with the same period 
a year previous with $122,838,535.69 
credited the former as against $97,586,- 
715.28 credited the latter. 

Total collections from all sources for 
last month were $112,809,642.53 or $6,- 
305,431.38 more than for April, 1925, 
when the total was $106,504,211.15. 

Segregation of the automotive taxes 
for April, 1926, shows $272,703.42 for au- 
tomobile trucks and automobile wagons 
as compared with $497,740.03 for April 
1925; $10,094,915.92 for other automobiles 
and motorcycles during April, 1926, as 
compared with $11,121,283.51 for April, 
1925, and $962,854.52 for automobile parts 
and accessories for April, 1926, as com- 
pared with $1,620,927.49 for April, 1925. 

New Peerless Distributors 

CLEVELAND, O., June 7.—With the 
signing of two new distributors, the 
Peerless Motor Car Corp. now has com- 
Dlete representation throughout the en- 
lire Dominion of Canada. The A. E. 
Davis Motor Co., Vancouver, B. C., has 
been signed distributor for British Co- 
lumbia and R. W. Wallace of Simcoe, 
Ont.,, has been given all of the Dominion 
with the exception of British Columbia. 
Both companies plan intensive dealer 
Campaign to obtain representation in the 


Principal cities of each province for 
Peerless. 


—_————- 


Frey Goes to St. Louis 
_ ST. LOUIS, June 7.—C. W. Frey has 
jomed the sales force of G. M. Berry, 
Ine, Chrysler and Packard distributor in 
St. Louis territory. He will have charge 
of dealer operations in St. Louis, St. 
louis County and E. St. Louis, Ill. Frey 
has been in the automobile business for 
12 years and comes to St. Louis from 
Kansas City where he was manager of 
the M. A. Flynn Motor Co. 
Dealer Adds Showroom 

ST. LOUIS, June 7.—Benjamin Motor 
%, Velie and Stutz distributor, has taken 
over the building at 3019 Locust blvd., 
vtbining its present quarters at 3021 
cy street. It will use the additional 
ic as & used car showroom and serv- 
| S ation and will thereby be enabled to 
‘play to better advantage new Velie 
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Coming Motor Events 








Automobile Shows 





1927 NATIONAL SHOWS 











New York Jan. 8-15 
Chicago Jan. 29-Feb. 5 
Chicago Nov. 8-13 





Show and convention, Automotive 
Equipment Ass’n, Coliseum. 

Chicago Nov. 15-19 
Show and convention of the Na- 
tional Standard Parts Ass’n, Hotel 
Sherman. 

Denver, Colo Aug. 3-6 
Automobile Show, Civic Center. 

Fargo, N. Dak July 12-17 
State Fair, State Fair Grounds. 

New York 




















Sept. 10-17 
Exposition, Radio Exhibition Corp. 
New York Sept. 13-18 
Madison Square Garden, Radio 

Manufacturers Ass'n. 
Races 
Altoona, Pennsylvania June 12 
Altoona, Pennsylvania Sept. 6 























Atlantic City, N. J July 17 
Atlantic City, N. J Sept. 25 
Charlotte, N. C Aug. 23 
Dallas, Texas Nov. 11 
Los Angeles, Cal Nov. 25 
Salem, New Hampshire July 5 
Salem, New Hampshire Oct. 12 





Conventions 


Automotive Equipment Association 
summer convention, Mount Royal 
Hotel, Montreal, Canada.....June 14-19 

Automotive Equipment Assciation, 
Coliseum, Chicago Nov. 8-13 

National Association of Automobile 
Show & Association Managers, 
Drake Hotel, Chicago July 27-28 

National Standard Parts Association, 
Hotel Sherman, Chicago........ Nov. 15-19 











National Tire Dealers Association, 
Inc., Memphis, Tenn Nov. 16-18 
Society of Automotive Engineers, 


Transportation and Service Meet- 
ing, Boston, Mass Nov. 16-18 





COMING FEATURE ISSUE OF CHILTON CLASS JOURNAL PUBLICATIONS 


September 30—Automotive Industries—Annual Production Issue 








and Stutz cars. Jerome Benjamin, presi- 
dent of the company, declares that in- 


crease in sales has made the expansion 
necessary. 


Split Hudson Sales 


SAN FRANCISCO, June 7.—Four re- 
gional distributors will take over Hud- 
son-Essex distribution in Northern Cali- 
fornia and Nevada when H. O. Harrison 
gives up the distribution of those cars 
effective July 1. Stanley Smith, Hudson- 
Essex dealer at Los Angeles, will have 
the San Francisco Bay district; Arnold 
Bros. of Sacramento will have territory 
north, east and west of there, and Nor- 
mandin Campen Co. of San Jose will 
have coast territory from lower end of 
San Francisco Bay to Santa Maria and 
west of San Joaquin Valley. Nevada 
Motor Co. of Reno will have the state 
of Nevada. 


Texas Has Most Farm 
Motors, Records Show 


SAN ANTONIO, Tex., June 7.—Texas 
ranks first in the number of motor ve- 
hicles used on farms, according to esti- 
mates compiled by the National Automo- 
bile Chamber of Commerce. Although 
some other states show more trucks in 
use on farms, Texas is far in the lead 
for the number of other motor vehicles 
employed on farms. Pennsylvania ranks 
highest for the number of trucks used 
on farms, having 37,868 according to the 
report. Of the total number of motor 
vehicles, 263,753 in Texas used on farms, 
242,602 are cars and 21,151 trucks. In 
total registration Iowa is second to Texas 
with 228,783. Of this number 206,809 
are cars and 21,929 trucks. [Illinois is 
third with 202,475 cars and 23,440 trucks 
for a total of 225,915. Ohio is fourth 


with 192,354 cars and 32,240 trucks for 
a total of 224,594. Pennsylvania is fifth 
with 206,841 motor vehicles, 168,973 of 
which are cars, and 37,868 trucks. 


Mitchell Sales Manager 
ST. LOUIS, June 7.—S. C. Mitchell has 
been appointed sales manager of the 
Rickenbacker St. Louis Co., Ricken- 
backer distributor in St. Louis territory, 
according to an announcement by E. T. 
Ustick, Jr., head of the firm. Mitchell 
has spent much of his time in the past 
few years on the road as a factory repre- 
sentative. He was formerly assistant 
sales manager of the Dort factory and 

also for the Mason truck plant. 
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Dealer Meetings Held 

SEATTLE, Wash., June 7.—Five meet- 
ings for dealers in as many cities were 
sponsored this week by Washington job- 
bers who are members of the Automotive 
Equipment Association. Sessions were 
held in Tacoma, Aberdeen, Everett, Bel- 
lingham and Seattle, being sponsored by 
Ballou & Wright, Chanslor & Lyon, P. J. 
Cronin company and Reynolds and Kind, 
all jobbers of Seattle. 

New Olds Home Opened 

SEATTLE, Wash., June 7.—Official 
opening of the newly remodeled and en- 
larged establishment of the Oldsmobile 
Motor Company attracted large crowds, 
that more than justified the effort put 
forth to make the affair a success. The 
new arrangement gives this organization 
one of the largest and most practical 
automobile sales and service establish- 
ments in the Pacific Northwest. The 
total floor space approximates 32,000 
square feet, with 16,000 square feet de- 
voted to the service department, with a 
very wide entrance level devoted en- 
tirely to servicing Oldsmobile cars. 
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Prices and Weights of Current Passenger Car Models 
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3020 3-p Coupe 1,445 (185% in.*) 2779 4 — 1,495 3500 5-p Sedan 2348 7 
: 20 5-p Brougham 1495 8775 5-p Phaeton 04 4 — 1.395 | 3580 5-p  Berline “ete ” 
re 5-p sae 1,695 3730 4-p Roadster set 2900 > ie et JEWETT 445 
anes ev 1,745 4105 5-p ™ sev in ‘ 3,095 “3-91” ' : “New-Day” 2 
(129 in. W. B.) 4015 4-p " Coupe oe 5 4 Roadster a on -. Ree Sek. 81, 095 31 
3180 ” ; in.* —= - ee . ouring 265 | ceeeeeee 7 al 
SS See” fe $225 i-p Sedan os | 6s oe 2.186 JORDAN. Setan De Lane 100 : 
3380 3-p Coupe 1,745 inde & Sedan Lim, 3,595 aaah th —— 2,095 sey” an 
3380 §-p Brougham 1795 ength. 4050 7-p Sedan 2,265 | 29915 4-p PI 
450 5-p Sedan CLE 6 2,765 ayboy Road, $1,84 
8450s... Wemdéder 1,995 VELAND 31° ESSEX 3200 5-p Sedan 19 9 
(146 in. W. “B.) _ +344 2 Touring $945 2290 5-p Touring csge | — oe 11945 i 
eocssece 7-p Sedan 2,495 2520 > | tend DeLuxe 1,025 2455  5-p Coach Ri. Series ‘‘A”’ 4g 
BUICK 2695 5-p ee yen *Delivered, Detroit. Mfrs, do 3340 5-p Touring 2.27 52 
2 — nm EE Rename | ~ Soe a. 2515 ; 
ats ER Beane’ SEED | p00 “es” FLINT agp io Ep Baan |e 
3020 2-p Cou 5-p Touring 1,145 ; KISSEL - 
® “ , 24 = 
$150 6-p 2 ~~. tlisttii-n tm 3500 «> Deke 1,085 “55” 
10 4-p Coupe 12 3 7 oupe 1,225 Pp eL. Coach 1185 | 3130 2- we 
3230 6-p 4 d, Sedan ett is 65D 6 Sodan 1,345 “B60 2 ow 3 gvaae $1,795 . 
‘“ ’ CUNNINGHAM 2683 4-p Roadster 1.395 | ~~ 4-p ae a 
(120 in. W. B.) “y-6” — SS 2 1,286 as i 2,185 " 
ws 4 niin i ? ‘ oupe Roadst ‘ c. Speedst 
aso outer” aay | sh 4 Seamwme nae | BEEP SSE UE | SEB ES aes ae E 
3670 «ED Touring | 1,299 4700 42b 5, nao 6, 650 33. 5-p Brougham ¥en aa ame. Speedster 2,186 wi 
8765 - me wit 5000 6-p Limousine : 3’ Re +4 une <. 3190 4-p hy DeL. gor - 
(128 in. DAGMAR n,.W.B.) —=§ | 3980 4-p Tourster DeL. 1, " 
ste fp 6S ala “6-70” 3139 4-p Sport Road, $1,945 3170 6-> Phaeton 1885 ; 
oo -P p. Roadster 1,495 “4 189 5-p Touring 1 -p Phaeton Del, 1,785 
5-p Sp. Touring 1.525 3750 4-p  Roadst 3310 4- s (B95 | -------e 7-p Tourin ; 

3805 3-p Country Club 1.765 3800 4-p S TT. er $3,500 3414  * “P ne Touring 1,945 | qr------ 7-p Roustal DeL 1,68¢ eve 
$940 6-p  Broug 1783 | 3700 4-p Phaeton 500 | °° Sp Sedan 2045 | sis; x Qoupe Roadster ‘oe pM 
- B ° J " ’ , - ’ 

4026 . Brengh. Sedan Wr 4200 a4 Petite ‘Sedan py tes —. «© (230, fn. W. B.) $640 4-p Sous DeL ryt; 
. ; 4500 4- i ouring 5-p B ; ' we 
CADILLAC 4700 te ae SAO Coupe 4,750 3649 7-p Sedan ‘3395 | 5-p oon 2 youn 1,995 ry: 
a a 4800 7-p ——- 4,700 FO weet 5-p Brow » DeL, 2,485 36 
“(G32 in. W. BD 6-60" #780 | with 4010 7p Sedan De Luxe 208 fd 
settee Sean ta , -) 8150 5-p Tourl gee Starter and Dem. Rims ey ee = Sed. DeL. 3,185 : 
4125 : rougham $2,995 3100 2- ng 1,785 2-p _ Runabout $290 > ictoria 2,185 
4-p Victoria p Roadster 1.985 1557 With Balloon Tires 335 | 5-p Victoria DeL 33 
oo 2-p Coupe 3048 3500 4 Sp. Touring 1.985 1607 65-p A seo tn alloon Tires =e sony 99 eL. 2,485 40 
5- -p Sed ‘ 42 
4315 . te se 3,195 ———— edan 2,445 4 With Ba loon Tires 355 soeeeree 2-p Speedster 2,195 40 
4380 7-p Imperial _ ith Starter and Dem. Rims | ........ 2-p Speedster DeL, 2,485 ‘0 
. 3,435 92 1645 2-p Runabout coe Ecos : p Speedster 295 42 
ustom 2660 . .i— -p § ; 
a a 2015 4-p Roadster, $1,495 1655, With Balloon Tires 400 | -——~ 2-D Pine. Speedster 2.485 a 
4065 —. Roadster $3,250 coos .5 Deeirees enue ae Hh 2-p “ee Balloon Tires Se aii 2 — | ll tng a rf 
in, 1860 00 | sn 4-p Enc. Spd. Del, 3,085 
4125 7-p T heer inet Sp Sed Balloon Tires 525 |= 4-p Tourster _—2, M 
4100 5-p pwnd 3,250 2325 5-p Touring $1,285 1972 “> Wasa, Tudo —— 5 we 4-p Tourster DeL, 2 385 
4300 6-p Coupe 3,250 2500 5-p Sedan 1,285 1994 6p Se alloon Tires 645 | ~~ 5-p Phaeton 1,985 26 
4400 S-p Sedan 1°150 2450 3-p Coupe 1,285 2004 With “Balloon Ti  § pene 7) Phaeton DeL, 2185 ~ 
94 2 Suburban 4.235 | DIANA “St. 8” FRANKLIN oe 1-D Tourine DeL 2 288 i 
a m 150 | prana“st.sm |§§ |. | FRANKLIN 0000000 | ” Clu ’ 
<r perial 4485 | 2995 5-p Roadster $1.795 —-_— i i @ 8©8# _— Coupe Roadster 2,095 a 
5-p DeL Brougham 1,995 2800 3-p Sport Road. $2,690 | ----- 4-p Coupe 2,485 
J. 1. C. 3275 5-p De Luxe Sedan 2, 2845 3865- T eo. $2,690 | s------- 4-p Coupe De Luxe 2,885 
3260 3-p R 3160 5-p Cabriolet . At 2965 > a 2,635 | sreeres 5-p Broug. Sedan 2,395 32 
+H : oadstei $1.8490 | 3640 7-p Se 1095 p Coupe 2,645 | snesenee 5-p Br 
90 5-p Touring p dan (135 in £ #4| gyze 3-5-p Coupe 9 g. Sed. DeL, 2,985 32 
8470 6-p Sp. Touri 1,885 W. B. 2.695 3175 6-p Sedan 5FEQ J concen 5-p Brougham 2d. 2,095 35 
3640 5-p Sed ring 2,160 3640 7-p Berline Sedan 2,89 - 4- Vv 2,790 | ssrre 7-p Sedan De Luxe 3,485 
ee ei yp Ren | or oe i -p Berl. Sed, Del. $585 J 
690 | nancm rmreangmemei i iii i | eanena - ae: | eer ~ Cc oria 2, 585 
a DODGE BROTHERS — 5-p Oxford Sedan 27865 | 7-p Victoria DeL. 2,885 22 
3950 T-p Touri 2448 2-p Roadster $ 795 3275 7-p a — 2.939 LEXINGTON , 
4320 7- ring 2,225 2538 2-p Special Road 3135 7- a 2,990 “6-50” 
> Sedan aes 2567 5S-p ‘Tourin ster 845 7-p Cabriolet 4,400 2950 | 
CHANDLER “35” 2497 2p Spor L_ Oe | 2950 5-p. Touring. 305 9 
. . n 
3090 2-p Roadster 2617 ra pert a 880 3070 4 os aaa 5-p Sedan “ 2345 30 
3085 5-p Sport Touri $1,695 2589 2-p Coupe ng 880 3030 ri Phaeton $1,395 3400 5-p Landau Sedan 2,245 31 
ae 7-p foun 648 2632 =2-p Spec. Coupe 395 3290 5-p ere aed ner LIN 5-p Laudaulet on appl 32 
498 5-p 20t ’ , 2811 5- a m 1,545 ANCOLN 
3498 §-p 20th C'y Sedan 1,590 | 2883 +a cos | cee 4 Cabriolet 1,695 | 4460 2-p Road 
— 695 | 2920 5-p DeL. Sedan 1 O76 mp. Sedan 1,695 | 4580 7-p ‘Touring +000 
-p Sedan é ; 8B 4565 4- " 
3594 7-p  Berline 2 ONE DUMSENSERG 3350 4-p Phaet 4780 4-p ong +500 aa 
cH , Straight “8” 3350 4-p Sp. Roadste 1,795 4750 4-p Coupe 4,600 +4 
EVROLET “xX” 3920 2-p Roadster 3620 5-p Brougham '- 4885 4-p Sedan 4,800 
1780 2-p  Roadst 3970 4-p Roadster t | 3480 4-p Cabriolet ae bt Se 4,900 
1875 5-p Touring. $510 | 3700 5-p Phaeton | | 3620 6-> imp. Sedan 2098 | 4945 7-p Limot 5,100 
° 3130 :? Utility Coupe 645 4115 :> Sp. Phaeton a 3940 7-p Sedan 2'798 — Se _ a4 
1 0 - oa 4 ‘ 
erececes 5-p Landau Sedan 7 a = 
65 tManufact 1755‘ 5- 3100 2-p Roadste 2,150 
CHRYSLER “58” re ae mee ee | ae i. oo” $595 | 3350 4-b Touring vie i 
2300 6-p  Tourin $890 3300 2-p  Roadst “P-1” 3350 5-p Brougham 2,285 25 
2405 2-p Club Coupe + ++ Touring et ee Touri “90” a6 
2510 5-p Coach 93 3800 7-p Touring pers $300 G-p Sedan 4660 4 0 26: 
2570 5-p Std. Sed 5 3550 6-p  Touri 2,750 AN nee nne -p Sportif Tour. 5,50 7 
an | oe ring Sedan 3,400 | HUDSO = 2} Ee 900 as 
“eg? NT “ -p Coup 6, 
0s se othe A-22 3365 7-p i — io Victoria sedan 
i E 1,0 23 " = on 1,244* | gore -p ed. (divided) 4 
2545... Roadster with ted 2 Zourtng $ 730 eae 5-p Coach $1,209° 5000 7-p SoG violet 7,600 22; 
S786 «EZa Coupe 1,165 2450 4-p Coup need 805 3645 4-p en cm 4d. 1,464* 6105 7-p Suburban 7,500 # ... 
5-p Coach 1195 2480 4- g pe 825 : 7-p Seda 695* 4960 6-p Brougham 7,500 94, 
2840 5-p Sedan 1.295 2650 ae 6 ll Coupe 87 6 as aa a Detroit. Mfrs, do “649” _ 
’ *] e e . 
“nq 2710 5-p Spec. Sedan 995 B. prices, 5280 4-p Sportit Tour. $7,460 a4 
2785 5-p oe $1,525 64-55 “A” t+ 7-p Touring Lim. 9,500 5. 
2895 5-p Coach L-eee 2560 5-p Touring $1 2620 65-p Touring $1,325 Pras 5-D Victoria Sedan 10.0¢ 97 
,395 _ 4- ,095 2800 5-p Sedan 7-p Brougham 10, 
ieee p Roadster 1,295 4- 1,385 5868 7- Enc, Dr. Lim, 10 050 O07 
—ee p Coupe 1 385 p . Pr. bs e ’ 0 
44 5600 7-p Cabriolet 10,30 . 
: 
MT 0 f Oo} A g e 
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Prices and Weights of Current Passenger Car Models 











SY PASS. BODY STYLB. PRICE 
McFARLAN **6”” 
“sy” 
2- Roadster $2, 
- 2-p Spec. Roadster 2,900 
3600 5-p Touring 2,650 
wan 7-p Touring 2,750 
= “sy” 
—_ 5-p Brougham 4d. $3,180 
3350 4-p Coupe 3,180 
3850 o-p Sedan 3,180 
iaadis 5-p Spec. Sedan 3,180 
3850 7-p Sedan 3,280 
a. op Sub. Sedan 3,380 
prunes 7-p Sub. Sedan 3,480 
, opy” 
2- Roadster $5,400 
poo .s Sp. Touring 5,600 
4900 4-p Coupe 6,720 
5200 4-p Tour. Sedan 6,720 
5200 T7-p Tour. Sedan 6,810 
aba 6-p Sedan 6,720 
pee 7-p Sedan 6,810 
ianee 7-p Spec. Sedan 6,810 
pene 7-p Enc. Sedan 7,110 
sesiiali 7-p Sub. Sedan 7,110 
5200 7-p Town Car 9,000 
“Straight 8”’ 
a 2-p Roadster $2,650 
—_— 4-p Roadster 2,900 
sehen 5-p Touring 2,650 
edn 7-p Touring ,750 
— 5-p Sedan 3,180 
ametan 5-p Sub. Sedan 3,380 
eine 7-p Sedan 3,280 
a 7-p Sub. Sedan 3,480 
ines 4-p Coupe 3,180 
_ 5-p Coach Broug. 3,180 
— 5-p Town Car 600 
MARMON ong 
inteee 4-p Speedster $3,295 
3827 2-p Speedster 3,29 
3604 6-p Phaeton 3,295 
3704 T-p Touring ,295 
4080 6-p Std. Brougham 3,295 
3983 2-p Std. Coupe ,295 
3937 4-p Victoria ,295 
4065 5-p Sedan 3,295 
4248 T-p Sedan 3,370 
4080 56-p Spec. Broug. 3,395 
4065 5-p Spec. Sedan 3,395 
4243 T-p Spec. Sedan 3,470 
4031 5-p Sedan De Luxe 3,775 
41758 T-p Sedan de Luxe 3,85 
4100 5-p Sedan Lim. 3,900 
4215 T-p Sedan Lim. 3,975 
MOON 
Series ‘‘A’”’ 
2600 - Roadster $1,395 
2560 - Tourin 1,195 
Cab. oadster 1,595 


LJ 

“i 

Ld 

o 
MAMAN 
voUUs 


DeL Brougham 1,395 
DeL. Sedan 4d, 1,545 


London 


3270 5-p Sp. Touring $1,985 
3290 + 7-p Touring 1,985 
3590 5-p Petite bodan 2,540 
NASH 
“Light Six” 
2210 5-p Touring $865 
24410 5-p Sedan 995 
“Special” 
2870 2-p Roadster $1,115 
2960 5-p Touring 1,135 
3030 2-p Business Coupe 1,165 
3120 5-p Sedan 2d. 1,215 
3170 §-p Sedan ’ 
3270 5-p Sedan 4d 1,445 
“Advanced” 
(121 in. W. B.) 
3390 4-p Roadster $1,475 
300 =5-p Touring 1,340 
350 5-p Sedan 2d. 1,42 
“Advanced” 
(127 in. W. B.) 
3480 7-p Touring $1,490 
3640 4-p Victoria 1,790 
3750 5-p Coupe 4d. 1,99 
3830 7-p Sedan 2,090 
OAKLAND 
**69 
2600 4-p Sp, Roadster 1,175 
2500 = §-p Touring 1,025 
2640 45 - -p Coach 1,095 
a616 3-p Landau Coupe 1,125 
ses 5-p Sedan ,195 
885 5-p Landa» Sedan 1,295 
OLDSMOBILE 
**30" 
235 5-p Touring $875 
YT: 4-p DeL. Roadster 975 
5 §5-p DeL. Touring 980 
460 2-p Coupe 925 
0 5-p Coach 950 
2660 2-p De Luxe Coupe 990 
253, © De Luxe Coach 1,040 
2735 5-p Sedan 1,025 
5-p De Luxe Sedan 1,115 
OVERLAND 
“91 4 
W195 -p Touring $495 


June ro, 1926 





SHIP 
WT. PASS. BODY STYLE. PRICB 
OVERLAND (Continued) 


2202 5-p Std. Sedan 2d 595 
2205 5-p Sedan De Luxe 695 
693°" 6 
2395 5-p Touring $895 
2397 2-p Coupe 895 
2443 4-p Std. Sedan 935 
2584 5-D Sedan De Luxe 1,095 

PACKARD 
#46"? 
(126 in. W. B.) 
3643 4-p Roadster $2.785 
3653 5-p Phaeton ,58 
3753 4-p Coupe 2,585 
3937 5-p Sedan 2.585 
(133 in. W. B.) 
3793 7-p Touring $2,785 
4043 7-p Sedan 2,785 
cients 5-p Club Sedan 2.725 
4133 7-p Sedan Lim, 2.885 
s6Q? 
(136 in. W. B.) 
4060 4-p Runabout $3,950 
4090 5-p Phaeton ,75 
4242 4-p Coupe 4,650 
4528 5-p Sedan 4,750 
(143 in. W. B.) 
4199 7-p Touring $3,950 
ameinns 5-p Club Sedan 4,890 
4655 7-p Sedan 5,000 
4710 7-p Sedan Lim. 5,100 
PAIGE 
«6.72 
(125 in W. B.) 
eiinaiee 5-p Std. Sedan $1,495 
“name 5-p Sedan De Luxe 1,670 
ee 4-p Cab Roadster 2,295 
wien 7-p Sedan 1,995 
euniuiniis 7-p Limousine 2,245 
(115 in. W. B.) 
sunetiete 5-p Brougham $1,295 
PEERLESS 
**6-72"" 
((12614 in. W. B.) 
3175 5-p Touring $1,895 
3425 5-p Coupe »295 
3500 5-p Sedan 2,395 
(133% in. W. B.) 
3275 2-p Roadster $2,195 
3300 7-p Sp. Touring 1,995 
3700 7-p Sedan 2,595 
3825 7-p Limousine 2,695 
3575 5-p De Luxe Sedan 2,795 
3650 7-p De Luxe Sedan 2,995 
**6-80” 
2800 5-p Phaeton $1,395 
enttinniee 5-p Roadster 1,495 
aii dena Coupe Roadster 1,565 
2950 5-p Sedan 495 
3140 5-p Std. Sedan 1,595 
edie aaeiee Sport Sedan 1,795 
3140 5-p De Luxe Sedan 1,795 
$8.69" 
Roadster $2,995 
3950 5-p Sedan 3,495 
4025 7-p Sedan 3,595 
4100 7-p Ber. Limousine 3,795 
PIERCE -ARROW 
“80” 
3245 2-p Runabout $2,895 
3300 4-p Phaeton ,095 
3425 7-p Phaeton ,895 
3470 5-p Coach 2d. 2,995 
3525 5-p Coach 4d. 3,250 
3620 7-p Coach 3,350 
3375 4-p Coupe 3,695 
3480 5-p Sedan 3,895 
3600 7-p Sedan ,995 
3655 7-p Enc. Dr. Lim. 4,045 
3675 7-p Lim, Coach 3,450 
633"9 
4350 2-p Runabout $5,250 
4500 4-p Touring 5,250 
4590 7-p Touring 5,250 
4730 3-p Coupe 6,800 
4800 4-p Sedan 6,900 
4960 7-p Sedan ,000 
4750 4-p Coupe Sedan 6,900 
4730 6-p Brougham 6,800 
4850 7-p Limousine 7,000 
5060 7-p Enclosed Lim, 7,000 
4780 7-p French Lim 7,000 
4730 6-p Landaulet 7,000 
PONTIAC 
2270 2-p Coupe $825 
2335 5-p Coach 825 
REO 
‘org 
3375 2-p Roadster $1,665 
3182 5-p Sp. Touring 1,395 
3365 2-p Coupe ,495 
3365 2-p Spec. Coupe 1,565 
3515 5-p Sedan 4d, 1,565 
3565 5-p Spec. Sedan 1,74 








SHIP 
WT. PASS. BODY STYLE. PRICE 
REVERE 
sso? 
3900 2-p Sp. Roadster $2,750 
3975 4-p Speedster 2,750 
4050 5-p Touring 2,750 
4300 5-p Sedan 3,800 
“VT”? 
3700 2-p Roadster $3,200 
3800 4-p Sportster 3,200 
3970 5-p Touring 3,200 
4400 5- Sedan ,000 
RICKENBACKER 
‘Hy’ 
3038 5-p Touring $1,750 
3068 7-p Touring 1,795 
2953 4-p Roadster 1,795 
3116 5-p Coupe-Sedan 1,495 
3202 5-p Brougham 1,795 
3092 4-p Coupe Roadster 1,920 
3040 4-p Coupe De Luxe 1,995 
3317 5-p Sedan ,995 
3353 7-p Sedan 2,195 
‘“B-8” 
3227 4-p Roadster $2,195 
3315 5-p Touring 2,150 
3355 7-p Touring 2,195 
ennai 4-p Sup. Sp. Road- 
ster 3,250 
3445 5-p Coupe Sedan 2.095 
3486 5-p Brougham 2,295 
3345 4-p Coupe Roadster 2,320 
3440 4-p Coupe DeLuxe 2,395 
3603 5-p Sedan ° 
3640 7-p Sedan 2,595 
iene 4-p Sup. Sp. Sedan 5,000 
ROAMER 
**6-50-55”’ 
nen 5-p Spec. Tourer $1,295 
waicaintbe 5-p Spec. Sp.Tourer 1,395 
onduaia 2-p Bus. Coupe 1,395 
waiiesdtin 5-p Coupe 1,395 
maine 5-p Sedan DeLuxe 1,695 
**§.54-B’’ 
mane 4-p Roadster $2,385 
wneiiiis 4-p Tourer 1,985 
eumaaeiie 4-p Sport 2;285 
eteninne 7-p Tourer ,285 
omen 3-p Cabriolet 2,750 
cunnana 5-p Sedan 2,950 
$64.95-B’’ 
“Custom Built” 
eben 2-p Speedster $3,485 
on 3-p Sport 3,285 
diate 4-p Tourer 2,985 
**8-88” (138 in. W. B.) 
men 4-p Roadster $2,750 
sien 5-p Sport 2,750 
annbesian 5-p Tourer 2,495 
secsinniain 7-p Tourer 2,585 
connie. 2-p Speedster 2,985 
eiinnn 5-p Sedan 1,995 
eeniin 3-p Cabriolet 2,950 
omen 5-p Spec Sedan 3,48 
wtiieene 7-p Sedan (136 in. 
W. B.) 3,285 
“een 5-p Brougham 2,895 
“8-80” (126 in. W. B.) 
2950 2-p Roadster $1,895 
3150 2-p Coupe 1,985 
3580 5-p Sedan 1,985 


ROLLS-ROYCE 
Manufacturers do not quote list 


prices. 
STANLEY 

#962" 
3600 5-p Phaeton $2,650 
4000 5-p Sedan 3,400 
STAR 

66499 
1885 5-p Touring $540 
1915 2-p Coupster 610 
1965 2-p Coupe 675 
2100 5-p Coach 695 
2257 5-p Sedan 4d. 795 

Standard “6” 

2025 5-p Touring 725 
2160 2-4-p Sp. Roadster 910 
2045 2-p Coupster 745 
2100 2-p Coupe 820 
2245 5-p Coach 880 
2345 5-p Landau Sedan 975 
STEARNS-KNIGHT 

‘“B-4” 
3475 4-p Touring $1,595 
3475 5-p Touring ,59 
3495 2-p Sport Coupe 1,795 
3650 4-p Coupe 1,995 
3725 5-p Sedan 2,095 
3725 5-p Brougham 2,095 

som”? 
3610 4-p Touring $1,875 
3590 5-p Touring 1,875 
3550 2-p Sport Coupe 2,185 
3875 4-p Coupe ,350 
3775 5-p Sedan 2,475 
3780 5-p Brougham 2,475 





SHIP 
WT. PASS. BODY STYLE. PRICB 
STEARNS-KNIGHT (Continued) 


**95" 
3770 2-p Roadster $2,760 
3775 4-p Touring 39 
3735 5-p Touring $2,395 
3895 7-p Touring ,495 
4035 5-p Sedan ,750 
4035 5-p Brougham 2,750 
4020 4-p Coupe 2,850 
4090 5-p Sport Sedan 3,050 
4200 7-p Sedan .150 
STUDEBAKER 
Standard Six 
2760 3-p Du, Roadster $1,125 
2810 3-p Sport Roadster 1,295 
2870 5-p Du. Phaeton 1,14 
2945 3-p Country Club 1,295 
2980 5-p Coach »195 
3260 5-p Sedan 1,295 
3260 5-p Sedan »395 
Special Six 
3380 3-p Du. Roadster $1,395 
3600 4-p Sp. Roadster 1,595 
3495 5-p Du. Phaeton 1,445 
3520 5-p Coach ,445 
3685 4-p Victoria 1,750 
3710 5-p Brougham 1,795 
3875 5-p Sedan 1,895 
Big Six 

(120 in. W. B.) 
3320 3-p Du. Roadster $1,495 
3425 4-p Sport Roadster 1,645 
3505 5-p Sport Phaeton ie 575 
3570 5-p Club Coupe 1,650 
3760 5-p Sedan 1,895 

(127 in. W. B.) 
3785 7-p Du. Phaeton $1, AL 
4030 5-p Coupe 2,0 
4030 5-p Brougham 4d. 2. 095 
4050 7-p Sedan 2,145 
4080 7-p Berline 2. 225 
STUTZ 

**A-A” 
4164 2-p Speedster 32,995 
4175 4-p Speedster 2,995 
4390 5-p Brougham 2,995 
4416 5-p Sedan 2,995 
4273 4-p Vic. Coupe 2,995 
4286 2-p Coupe 2,995 
VELIE 
**60”" 

3030 4-p Sp. Roadster $1,495 
3025 5-p Club Phaeton 1,450 
2908 3-p Coupe 1,450 
3175 5-p Sedan 1,450 
3340 5-p Roya] Sedan 1,785 
a De Luxe Sedan 2,150 


WILLS SAINTE CLAIRE 


“B-68” 
3500 7-p Phaeton $2,900 
3520 5-p Sedan , 
3635 7-p Sedan 3,300 
“C68” 
3350 4-p Roadster $2,900 
3450 4-p Gray G. Trav. 2,900 
3600 o-p Sedan 3,200 
“D-68” 
3550 4-p Gray G. Trav. $3,000 
3450 4-p Roadster ,000 
3625 4-p Cab. Roadster 3,950 
3800 5-p Std. Sedan 3,450 
3825 7-p Sedan 3,550 
3820 5-p Brougham 4,050 
3710 5-p Spec. Sedan 3,450 
3875 7-p Enc. Limousine 3,650 
“W-6” 
3650 7-p Phaeton $2,600 
3410 4-p Roadster 2,600 
3550 4-p Gray G. Trav. 2,600 
3680 5-p Sedan 2,800 
3765 5-p Vogue Sedan 2,900 
3775 7-p Sedan 3,000 
3835 7-p Enc, Limousine 3,085 


“T-6”" (127 in. W. B.) 


5-p Traveler $2,700 
3580 4-p Roadster 2,700 
3750 4-p Cab. Roadster 3,650 
3900 5-p Sedan 3,160 
4075 7-p Sedan 3,250 
4080 7-p Limousine 3,350 
3920 5-p Brougham 3,750 
3810 5-p Spec. Sedan 3,150 
WILLYS-KNIGHT 
**66” 
3323 2-p Roadster $1,850 
3395 5-p Touring 1,750 
3566 7-p Touring ,95 
3582 5-p Coupe Sedan 2,095 
3604 4-p Coupe a) 
3686 5-p Sedan 2,295 
3822 7-p Sedan 2,495 
ia | | aed 
2846 5-p Touring $1,295 
a rea Sedan 1,395 
3050 5-p Sedan 1,495 
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June 10, 1926 MOTOR AGE 47 





ONTINUING to operate its 
i twelve great factories at max- 
imum capacity,and maintain- 
ing, month after month, a ¢1- 
gantic production schedule, 
Chevrolet is establishing a 
af new record as the world’s 
i largest maker of automobiles 

with modern three-speed 
r transmission. 


Ee BPs CHEVROLET MOTOR CO., DETROIT, MICHIGAN 


Division of General Motors Corporation 
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* Maintenance of qui- 
etness, due to mint- 
mum wear. 


Quietness, due to damp- 
ening of gear noise. 


Ease of assembly. 


Uniform production 
output, 


No locking, or adjusting 
provision is required. 


Subdues and blends gear 
noises into a uniform 
tone of pleasing quality. 


Permanence, due to du- 
rability. 


~ r 











HYATT ROLLER BEARING COMPANY 


NEWARK 


Worcester 


DETROIT 
Philadelphia 


| : apc a sei a ™ | J 
tt ite as : 3 
a . 


(We ate WE Oe ee een eee eee 


“Hyatt Equipped 
Transmissions Maintain 
Their Quietness 


Not only are Hyatt equipped transmissions quiet 
when first assembled, but they remain quiet 
indefinitely. 





The correctness of Hyatt design—the closeness of 
tolerances—and the quality of materials used, per- 
mit gear centers to be accurately and constantly 
maintained. Hyatt Bearings operate for years with 
a minimum of wear—and require no adjustment. 


The quietness of your transmissions can be im- 
proved by completely equipping them with Hyatt 
quiet bearings. 1 


TWE StGm OF OFFiCiag WYATT Sawice 


CHICAGO 
Charlotte 


SAN FRANCISCO 
Pittsburgh Cleveland 








QUIET ROLLER BEARINGS 
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Six Million Dollars! That is the 
profit made by jobbers and dealers on 
Rose Tire Pumps since Frank Rose 
invented the valve that gave Rose 
Tire Pumps national leadership. 


Since then no other tire pump has 


been able to compare with the Rose 
in sales. 


MOTOR AGE 


The problem of making an easy 
operating, big volume pump was 
solved. Millions were sold. Imi- 
tators tried to devise a valve that 
would not infringe Rose patents, yet 
would get Rose results. They failed. 


Today, as in years past, the best 
selling stock of tire pumps you can 


carry is the Rose. All jobbers have 
them. 


FRANK ROSE MFG. CO., Hastings, Nebr. 


June 10, 1926 








Easy Valve Action 
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SS Stewart-Warner 
Products 


Shock Absorbers 
Bumpers - Spotlights 
Rear Fender Guards 
Electric Horns 
Electric Windshield Cleaners 

tm Ea Sl USS nee . Rear Vision Mirrors 
ae vai oh Bak sgh“. he Serta tes % = e Sahat ee aes eS : . iy Sp ee d ometers - H eaters 
Ree ay Z i oh “ Vacuum Tanks 

— AND — 


Matched-Unit Radio 
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FINLAY-STUDEBAKER, SPOKANE, WASH. . 


Succeeds hy Giving Best Value- 
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“In selling Studebaker automobiles or Stewart-Warner Prod- 
ucts, we feel that we are giving our customers THE BEST 
VALUE FOR THE MONEY THAT IT IS POSSIBLE TO OBTAIN. 
We know we can render prompt and efficient service on 
Studebaker automobiles, and we are also sure of the service on 
Stewart-Warner Products, or we would not be featuring them. 


We believe that quick turnover is of more value than a long 
discount on some unknown product. We prefer to buy our ac- 
cessories in smaller quantities, and that is one of the reasons 
we are using Stewart-Warner Products, for an ample supply 
is always on hand to take care of our needs. 


As you will note by attached photos, we install Bumpers on 
all of our cars when they are being serviced and add in the 

price to the factory’s published resale list, and it is very ee _ 
seldom that we are ever obliged to remove any accessories.”’ : 


—FINLAY-STUDEBAKER CO. 


Success Points the Way! 


Py STEWART-WARNER SPEEDOMETER CORPORATION 
ion 1826 DIVERSEY PARKWAY - CHICAGO, U.S.A. 
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TWELVE MILLION PEOPLE ARE ‘TODAY ‘USING STEWART-WARNER ‘PRODUCTS 


" ———__ eee 
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A Promise Proved 
by Performance 


HE Fulton Aermore made good on its promise 

to 2,000,000 motorists as advertised in the May 
22 issue of The Saturday Evening Post. “Warns 
without startling” has won the approval and the 
orders of thousands of drivers. The full-toned, cour- 
teous voice of the Aermore makes everyone who 
hears it say “I want one”. The Aermore demon- 
strator given free to dealers makes selling simple. 
















Ask your jobber how toget one. Stock the Aermore and 
benefit by increased profit that this accessory produces. 


Five Sizes, Retail Prices, Complete With Valve and Handy Dash Control 


Ford Special, 13’’ length-------------- $ 7 No. 0 —17” length for medium cars $12 
No. 1 —15” length for small cars---- 10 No. 00—22” length for* large cars---- 14 
No. 000—Extra deep tone, motor bus special------ $16 





Si 


Nearly 3000 Dealers 


—are using this Fulton 
AERMORE demonstrator 
% and getting sales increases. 
Never before has the “‘Sig- 
nal with a Smile” been so 
profitable to handle. Dem- 
onstrator is supplied with- 
out cost in return for a nom- 
inal order. Ask your jobber 
how to get one. 

















————— 


THE FULTON COMPANY, 732-75th Ave., MILWAUKEE, WIS. 




















Hudson’s Model B Crank Case Repair Arm— 
fits either side of any Ford crank case without 
drilling, filing, or forcing. Holds motor in orig- 
inal alignment. Quickly and easily installed. 
Better satisfied customers—more sales. $1.50 each. 
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Pedal Pads 
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Fulton 
Copperhead 
Socket Wrench 


No. 4100 
PRICE, $3.50 
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The COACHES 
are doing it... 


making this year 
the greatest of all years for 


June 1, 1926 











REAT DAYS are here for Pierce- 
Arrow and for those who are 
selling Pierce-Arrows. 


Sales totals that would loom up 
importantly, even if credited to 
volume production cars, are the 
reward Pierce-Arrow is receiving 
for the new line of custom-built 
coaches recently introduced. 

The stuff of Pierce-Arrow lead- 
ership is in these cars through 
and through. 

The public wants them and the 
public is buying them. The desire 
for Pierce-Arrow distinction is 
something that will not down. 

Custom- built by Pierce- 
Arrow, and magnificently ap- 
pointed, these new coaches, 


IERCE-ARROW 








mounted on the approved Serzes 80 
chassis have features, luxuries and 
conveniences hitherto unavailable 
at their prices. 


Recent surveys of the country 
plainly prove that, with the prices 
of the Pierce-Arrow coaches what 
they are, no territory is now with- 
out its Pierce-Arrow opportuni- 
ties. The possibilities in your 
locality should be particularly 
interesting and worth investi- 
gation. The success of these new 
coaches may be made to mean some- 
thing fine and permanent for you. 


THE PIERCE-ARROW 
MOTOR CAR COMPANY 
BUFFALO, NEW YORK 


The Pierce-Arrow Finance Corporation offers dealers complete financing 
and insurance service on both new and used vehicles, at low rates 















The 7-passenger, 4-door Coach, $3350 


Custom-Built 
COACHES 


Bodies by Pierce- Arrow - 


Standard Series 80 
Chassis 


Soft-finish 
Wool Upholstery 


Six Unusual 
Color Choices 
Prices quoted are f.o.b. 
Buffalo, N.Y., 
tax extra 

























The 7-passenger, 4-door Limousine-Coach, 5345 
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Piston Rings 


The dynamometer Testing Laboratory enables our engineers 
to make comparative tests of piston rings in various makes of 
engines. This determines time required to seat, compression 
and power at different speeds and protects our customers 
with the highest possible quality. 





It is an interesting fact that users of piston rings are buying 
confidence and reputation and this is largely responsible for 
the increased demands for Quality Brand Rings. 


Quantity production (1,000,000 weekly) naturally regulates 
prices and enables us to give better piston ring value and 
service at a lower cost. 


No expense is spared in research and equipment to produce 
accurate and efficient rings. 


Service Division 




















RING Conapanney 


Muskegon, Michugan 
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This is the second of a series 

of articles predicting the 

future trend of American 
motor car design. 
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Watch forNet 
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ROWDED streets, congested with 

traffic. Parking space at a premium. 

Main highways lined with cars 

moving slowly along in a tedious 
parade. This is a picture of America’s 
traffic problem as it exists today. 


In Wisconsin, legislation has recently been 
passed placing the maximum speed of cars 
on the highways at 40 miles an hour and 
the minimum at 25 miles an hour. 


Practically every large city in the country 
has passed drastic traffic laws .. . limited 
parking ... and done everything possible 
to overcome this great congestion of roads 
and highways. 


And within the next 3 weeks another very 
important factor in the handling and 
reduction of traffic will be announced. 


It is a revolutionary new-type of automo- 
bile. An American-built light car... that 
combines the advantages of European 
design with new and greatly improved 
standards of American performance. 


It parks in 12 feet. Gets into and out of 
the smallest conceivable space... quickly 
and with the minimum of effort. 


his fhe 


answer fo Americas 


Traffic Problem? 


AGE 





34 feet turning radius ... that’s less than 
the width of the average city street. 


Motor with amazing pick-up ... 5 to 30 
miles an hour in 13 seconds. 


4-wheel brakes that means quick 
stopping. This is the first time that any 
American-built light car has had them as 
standard factory equipment. 


And now add to this such factors as 28 to 
30 miles on a gallon of gasoline . . . 1,000 
miles on a gallon of oil ... with greater 
roadability than any light 4-cylinder car 
has ever had before. 


This new-type car will revolutionize the 
whole automobile situation in America. 


It is a new-type car with a story ...acar 
that will actually back up everyone of 
these advertising claims. 


It opens up wonderful new franchise oppor- 
tunities ... and carries the name of one 
of the five largest automobile manufactur- 
ers in the world. 


Write today for complete advance fran- 
chise details. Box Number 6270, Motor 
Age, 5 So. Wabash Ave., Chicago, [1]. 






Weeks Article 
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NEW LOW PRICES 


that mean 


NEW SALES OPPORTUNITIES 


on 








Spark lus 


f 


~ 


= 


Powerful advertising, headed by The 
Saturday Evening Post issue of July 
10th, will announce to the world 
important reductions in the retail 
prices of AC Spark Plugs, as follows: 
AC Spark = 4 ... old dine $1... , price 75¢ 
AC 1075 (for Fords). old price /5c ...new price 50c 


"eye. 
« 


$ 
St 
foe . 


‘This means new and increased spark 
plug business for AC dealers who are 
ready and prepared to cash in on it 








4 Both automobile manufacturer That’s why 148 manufacturers 
and owner are seeking one thing use and millions of owners in- 
£ —reliable and economical operation. sist upon AC products. 





gt 

AC-SPHINX AC Spark PI mpan oo AC-OLEO | \ 
Birmingham P us Co om de LIN qT, Mich ied Levallois- Perret 
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| Make this extra 14 


profit... install the 
Gill Combination 


Your customer may or may not have 
a notion about what piston ring he 
wants, but in either case he is more 
likely to trust your own judgment, 
rather than his own, and you can sell 
best the ring you believe in. 











If a car needs new rings, is a six- 
cylinder job and, you install ordinary 
rings your profit is only $1.80. On 
the other hand, if you spend a few 
minutes pointing out the advantages 
of the Gill Combination of rings, you 





make $3.20. 

Whether you make $1.80 or $3.20 

is UP TO YOU. 

Wed like to send you the Gill Wall The Economy Oil Ring 


Chart of Piston-Ring Sizes and our 
latest booklet “Dealer and Garage 
Man’s Handbook on Piston Ring 
Selling.”” Both are Free. Write. 
THE GILL MANUFACTURING 
CO., 8300 South Chicago Avenue, 
CHICAGO, ILL. 


“s y se cs. 
\ 
% i . 





Received 
your copy? 


TWENTY MINUTES 
with this little book- 
let will show you - 
knack of selling pis 
ton rings. Eve -rybody’s 
ae it. Sead for 
yours. IT’s FREE. 





Combination 
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ROADLITE 


A HET! Introduced last Novem- 
ber. Going like wildfire. Production 
nearly to limit. The public likes it. 


A jewel in design and finish, a blazer 

in performance. Triple silvered 

reflector, black enamel, hand buffed 

nickeled trimmings. One lamp 

head—two styles of brackets — 50 

and 51— interchangeable. Fits any 

iN vet te car—anywhere. Best used in front, 
HLL ett EEN near the road. Light; sturdy drawn 
MSS Ei, brackets;novibration. Mountseasily. 








Stock this wonderful light and get a 
share of the profits it is creating. 
See your jobber. Write us for full 
information. 


_ Watch for our ads in Liberty Magazine 
DELTA ELECTRIC COMPANY 


103° Delta Block Marion, Indiana 


ight No. 24 
$3.00 
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Totally Enclosed Self-oiling 
pump: U. S. Adjustable 
motor base: 


Model AW2 


U.S. Car Washing Equipments Have Solved 


Your Problems 
Fast Service - Clean Cars - Big Profits! , 


| F IT were possible to make a compressed air car 
| washing unit which could efficiently clean auto- 
mobiles, it would be to our advantage to make it. 
For years we have specialized in air compressors, 
with the result that the U. S. Air Compressor is the 
most popular and most efficient on the market. But 
through vast experiment and observation our corps 
of engineers have definitely proved that to thor- 
oughly clean crusted dirt and caked grease from 
the inaccessible parts of an automobile chassis, more 
power is needed than can be economically produced 
by compressed air. The result of years of study is 
— in our U. S. Car Washing units AW-2 and 


No compressed air outfit has half the power and 
dependability for continuous operation as a U. S. 
Car Washing unit. Using but one-third the power 
of the much higher-priced compressed air outfit, the 
U. S. Car Washing equipment maintains a continu- 


“ 
Ye The United States Air Compressor Company _— 
5304 Harvard Avenue, Cleveland, Ohio 
The % Manufacturers of U.S. Air Compressors; Complete 
United N Paint Spray Units and Car Washing Equipments. 
States Air c : \ 
Compressor Co. ‘ : . 
5304 Harvard Ave. *. Mail This 
Cleveland, O. ‘ 


. Coupon 
Send me your latest NS 
bulletin on car washing. 








Name 














Street 





City 





Interested in 2-gun equipment 
(please check) 4-gun equipment 
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AGE 






























ous nozzle pressure of over 300 pounds. This power- 
ful gusher has the power necessary to clean dirty, 
under-car parts and yet, by a simple turn of a valve 
on the U. S. pistol grip gun a soft, penetrating mist, 
completely atomized, can be instanily produced, 
which thoroughly soaks the dirt off the polished car 
without harm or damage to the finish! 


There is no cumbersome tank on a U. S. Car Wash- 
ing outfit. It is a neat, sturdy, compact little unit, 
chuck full of power and years of service. It is made 
in two sizes, the AW-2 for 2-gun work and the 
AW-4 for operating 4 guns. These equipments can 
be quickly and economically installed to cold and 
warm water service lines or if desired, a special 
suction line and hose are provided for using soap 
solutions or water from a barrel. The labor-saving 
speed with which cars can be washed with U. S. 
equipment is an eye-opener to those who have never 
seen this powerful unit in action. 
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‘US. CAR WASHING | 
|__ EQUIPMENT | 
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They’re SAFE 
and 


They SAVE 








The 

Inspection We Give 
Includes These Five ; 

Important Points: > = 


1—Testing each cell. 








. YOU |] 
2—Replacing evapora- ELEC 
tion. WIP 
3—Cleaning terminals. |—El 
4—Cleaning topof bat- . 
tery. - 
5—Tightening hold- 3-St 
downs. 7 

a 

5—Ce 

Vi 

6—N. 

| pr 

WNERS of the cars you Ae 

build are SAFE — and an 

—Rt 

they SAVE — when Willard "fo 

9—Ta 

Batteries are used. Fu 

. Ps . > 

Buying “Willard” gives the by 

. wh 

car owner more for his money \I-Ee 
every time. In 


We Service All Makes and Sell 
Willards for All Cars—for Radio, too. 
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The Bosch Tandem Attachment gives full 
visionto both front seat occupants—S1.7¢ extra 





Pi 
oH 


YOU NEED THESE BOSCH 
ELECTRIC WINDSHIELD 
WIPER ADVANTAGES 


j-Electrically Operated. 
Leaves both hands free. 


?2—Unusual Power,ample for 
cleaning heavy snow. 
3—Steady, Positive, Unvary- 
ing Speed. 
4—Quiet, practically noise- a 
less. 4 
5-Compact, Unobstructed ‘ — : ? ; ; 
*” Vision. Dealers with vision are selling it. ‘The Bosch Electric Wind- 
a= “Ss ; . S : o 9 o o ° 
apne ty tt shield Wiper gives motorists exactly what they want in 
ee windshield wiper service. Electrically operated, steady, non- 


—in and out~— adjusts to 


any windshield. racing, non-stalling in operation. Independent of the motor’s 
8 Rugged, Long in life, Free speed and using less current than a headlight bulb. It wipes 
from trouble. 
9-Tandem Attachment. clean, never smears. Plenty of power for the tandem at- 


Full vision—All can see 


a. tachment which insures greater driving safety. Quiet, 
10—Bosch Made, Embodies 


Bosch Precision, backed with a steady motion that never annoys, this Bosch ac- 


by Bosch Service every- 


where. cessory is a sure seller, a true profit maker and a trade 
li-= ymical, Negligibl o1 7 ° 
poner Blom a builder. Better advertised -- better known. Order today 


Pes Te Bon from your wholesaler or the nearest Bosch Branch. 
Uneffected by engine 


speed. Price $9.50 Complete Tandem Attachment $1.75 extra. 


AMERICAN BOSCH MAGNETO CORPORATION 
Main Office and Works: Springfield, Mass. 


? BRANCHES: New York Chicago Detroit San Francisco 


SSEWindshield Wiper 


Bess aon * 


























The Bosch Trafhic-Tuned Horn 
has a warning tone that gets in- 
stant action in modern day traffic. 
It insures big, profitable sales for 
dealers -- just as it insures cheerful 
observance by pedestrians and 
motorists. Car owners like it. It 
gets results when other devices fail 
to get attention. Motorists gladly 
pay for the safety the Bosch Horn 
insures. They are tired of inefh- 
cient warning signals. You can 
make a substantial profit on this 
American Bosch Magneto Corpora- 
tion product. Order today from your 
accessory supplier or write direct. 


Straight models $19.80. Curved models $21.50 


AMERICAN BOSCH MAGNETO CORP. 
Main Office and Works: Springfield, Massachusetts 


Branches: New York Chicago Detroit San Francisco 
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No. §20 
for Balloon 
Tires 


Specifications 
Height, 7/2 in. 
Raise, 8Y> i in. Ca- 
pacity, 1 ton. 
Weight, 9 lbs. 
Dia. of Screw 1% 
in.—% in. 33 in. 

Folding Crank 
Handle. List 
Price, $5.25. 


Wal Ker J acks 


“Dependable i in Service” 
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Summer time is tour: 
ing time, so for the 
next three months 
most of the automo- 
biles will be on the 
move «++ They will be 
out of the cities, away 
from nearby service, 
enjoying the great out- 
doors «++ The roads 
won't all be pavement 
— many a rock and rut 
will invite a puncture. 
I therefore suggest that 
every dealer make it a 
point to see that his 
motor customers carry 
a No. 520 Long HandI- 
ed Double Extension 
Walker Jack, and so be 
prepared for any emer- 
gency «++ If you were 
going on a trip, I think 
you would consider a 
good Jack the most 
necessary part of your 
tool equipment, so will 
your customers, if you 


callit to their attention. 


President 


Walker Manufacturing Co. 


Racine, Wisconsin 
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PREMIER TIRES 


are part of the Fisk 


Line. They are made 
by the Fisk Rubber 
Company. 


They go with the Fisk 
Franchise and you can 
sell them to the man 
looking for low priced 
tires of good value 
without endangering 
your reputation. 


They bear the Standard 
Warranty— look good — 
wear well. 


The tires that will bring to 
your cash drawer dollars 
that might go elsewhere. 
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It sells the Job/ 


“The HAMMETT MOTOR TESTER takes all the guess work out 
of our inspection...” says Mr. V. V. Smith, 1604 Oak Street, Kansas 
City, Mo. “Consequently, our customers have greater confidence in us 
... to test a man’s motor with a HAMMETT MOTOR TESTER in his 
presence is the easiest way I know to get good repair jobs for our shop!” 


Build Up Your Business! 


You too, can sell your customers with the HAMMETT MOTOR 
TESTER. It tests compression—locates piston pin, connecting rod 
and main bearing knocks—locates leaky valves and rings without loss 
of time and guess work. These are the things that establish confidence 
and good will and builds a bigger business! 


Practical — Efficient — Simple 


The HAMMETT MOTOR TESTER is a practical and reliable piece 
of equipment—designed to do its work in a simple manner—quickly and 
accurately. If your regular jobber cannot supply you witha HAMMETT 
MOTOR TESTER, send in his name and we will make sure that you 
are supplied. Try the HAMMETT in your shop. You will be perfectly 
satisfied. The HAMMETT is guaranteed to do the work. Dealers 
price, $13.50. 


HAMMETT MOTOR TESTER 


MANUFACTURED BY 


HAMMETT MANUFACTURING CO. 
13th and OAK STREETS KANSAS CITY, MO. 
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Why 
ew Dealers 


ave acquiring the 


Double-Profit 
Franchise 


at a rate of 


45 per week 


(over 1500 new dealers since August 1, 1925) f 
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OAKLAND SIX 


PONTIAC SIX 


Wt the spectacular expansion 


of the Oakland-Pontiac dealer 
organization, the automobile indus- 
try is witnessing one of its most 
dramatic episodes of recent years. 


Between August 1, 1925 and Febru- 
ary 1, 1926, 695 new dealers came 
under the Oakland banner—a 
growth of significant proportions. 


But since February 1, more than 
800 additional have signed the 
Double-Profit Franchise agreement 
—an expansion at a rate of 45 new 
dealers per week for 18 consecutive 
weeks! 


True, nothing succeeds like success. 
But the reason why so many sound 
business men are singling out Oak- 
land-Pontiac from the many avail- 
able franchises, should be of vital 
interest to every dealer concerned 
with his present profits and future 
prosperity. _ 

The Oakland-Pontiac Double-Profit 
Franchise has become one of the most 
eagerly sought for in the industry— 


—because it covers a line of Sixes 


WINNING AND HOLDING GOOD WILL 


that enables dealers to operate in the 
richest fine-car market in the world; 


—because it gives them eight indi- 
vidualized body types with a price 
range of $825 to $1295; 


—because these eight cars possess 
outstanding elements of beauty, size, 
roadability and quality construction; 


—and finally, because both the Oak- 
land and the Pontiac Six have at- 
tained, in state after state and city 
after city, positions of outstanding 
sales preference—solely on the basis 
of outstanding value! 


The Oakland-Pontiac franchise, with 
its liberal discounts, its fair terms, its 
expressed and implied elements of 
helpfulness and cooperation is con- 
vincing more and more dealers of 
what we predicted months ago when 
we said: “Within a short time the 
Double-Profit Franchise will rank as 
one of the most desirable the in- 
dustry affords.” 


If you want more explicit infor- 
mation, write or wire for a represen- 
tative to call. Address Dept. C. 


OAKLAND MOTOR CAR COMPANY, PONTIAC, MICHIGAN 


CHIEF OF 








T HE SIXES 
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Do better piston replacement 
work—with this small stock of 





Permites 


j ITH a stock of only 20 Permite sizes, 
you can take care of almost all your pis- 
ton needs. You can turn out better pis- 

ton replacement work, because Permite Pis- 
tons are exact factory duplicates. 


Makers of nearly 1,000,000 leading Ameri- 
can cars per year have adopted Permites as 
standard factory equipment—after comparing 
them with every other piston made. 


When these cars need new pistons, you can 
replace every one of them with your small 
stock of Permites. And because Permites are 
cast over permanent steel molds in our own 
foundries, they are always uniform, assuring 
a good job every time. 


Permites are made of a special aluminum 
alloy. Our best known automobile experts 
say that this alloy is the finest piston metal 
ever developed. It wears much longer than 
cast iron. It is three times as light. It gets 
rid of heat five times as fast. 


Investigate Permites! Order a stock of 
them from your distributor today. Only a 
small sum of money is required, and profits 
are assured. Any sizes that are not covered 
by your regular stock can be promptly se- 
cured whenever you need them. 


PERMITE PISTON CO.* 


Cincinnati, Ohio 
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PERMITE PISTONS ARE EXACT FACTORY DUPLICATES 
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“Built for Miles” 


The tougher rubber in the 
Vulco Tire is one import- 
ant reason for the extra 
miles and satisfaction that 
this tire is delivering to 
your customers. 

















Making It Easy 
for the Dealer by 
Creating Public Demand 





In addition to making a shock absorber of 
superior design, construction, service and 
value, Lincoln also co-operates with dealers 
to build greater profits. 


The Lincoln dealer proposition is especially 
liberal and attractive in every way. The 
Lincoln creed is to surround the best shock 
absorber on the market with advertising and 
merchandising helps that make Lincoln Shock 
Absorbers easiest to sell. 


Handling Lincoln Balloon Shock Absorbers 
means handling a big profit builder. Write 
today—now—for details. © 





Lincoln Products Company 
2649 N. Kildare Ave., Chicago, Ill. 


Canadian Factory 
Lincoln Products Company, Ltd. 
Montreal, Canada 
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Lincoln Leadership 


—and Why 


Lincoln Balloon Shock 
Absorbers have these fea- 
tures of superiority for all 
makes of cars; Lightning- 
quick action, with only three 
working parts; ease of in- 
stallation; freedom from con- 
Stant servicing or adjusting 
—and the exclusive oval 
shaped friction drum which 
doubles the life of the shock 
absorber. 


For All Cars 
$15 to $40 
per set of four 
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TRADE 


LEPEL 
CONSTRUCTION 


The Lepel Converter 
consists of a bakelite 
shell, shaped like an 
elongated terminal, 
containing a series of 
aluminum discs inter- 
spaced with thin mica 
washers of high dielec- 
tric strength. The discs 
and washers are com- 
pressed into perman- 
ent position by a coiled 
spring at one end of 
the Converter. 


MOTOR AGE 








MARK T h e 


LEPEL CONVERTER 
Always 
FIRES THE PLUG 


With the Lepel Converter you have 
unfailing ignition control. It cuts off 
the after-fire with clean-cut precision. 
It makes the plug fire even when it 
is in anything like proper firing con- 
dition. Stepping up the frequency of 
the spark to unheard of figures it 
sends a shower of sparks through 
the plug that overcomes oil and dirt 
deposits, carbon formation, or sooty 
spark plug points. It fires the plug, 
whether the plug wants to fire or not. 



















LEPEL IGNITION CORP. 


117 West 63rd Street 


New York, N. Y. 
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23 Million Dealer-Dollars| | 


—Lost on Resales 
F coemes \ 


VERY year the automobile dealers of' this 
country take a big loss on trade-ins—23 mil- 


lion dollars in 1924, according to the N. A. D. A. 















Here is a cold business proposition calculated 
to greatly reduce that loss. 


You know that people buy used cars mostly on 
looks. By installing a lacquering booth at a 






Yee. is, (\ small cost you can very quickly repaint every 
ae ere used car as it comes in with but little expense. 
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The resale value of newly lacquered cars will 
be greatly enhanced. The good looking cars are 
the fast selling cars. 










































































. = Lacquer is the popular finish these days. Opex, 
. | the Perfected Lacquer, can be applied over an 
ae old finish. It dries in less than thirty minutes. 
ee. Several cars can be finished in one day—and 
nea “ ve every one of them will look like an original fac- 
Pi ae ome We would like to tell you more about our Opex 
Pe te SNe et proposition. The coupon will bring details. 
aod ae WILLIAMS PRODUCT | 
Bs ee ' Di Ww 
a neg x : - ; 4, e ° 
e235 Pavilion angio me The Sherwin-Williams Co., 
s “Bee fe 420 Canal Rd., Cleveland, Ohio. 
| Bc a : — Supply us, entirely without obligation, full 
— details of your Opex perfected lacquer 
proposition. 
BI nicniainiininnicccncnitainan 
Address 























Illustrations such as this are appearing 
periodically in The Saturday Evening 
Post and are broadcasting the story of 
Opex throughout the nation. Consumer 
demand is the dealer’s cue. 
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SHERWIN- WILLIAMS 


PAINTS, VARNISHES AND LACQUERS 
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HE leopard moves on cushioned feet; in 
the jungle, silence is the price of existence. 
For the motor, too, silence is life. It is the 
outward sign of perfect coordination, the 
smooth, effortless efficiency that minimizes wear. 


So Celoron Silent Timing Gears, in hushing the front-ends of 
more than a million motors, are contributing something more than 
the luxury of silence. By eliminating the grinding contact of metal 














Celoron Timing against metal, interposing their own tough durability, they preserve 
Gears Have These that perfect timing that prolongs the motor’s life. 
Distinct cAdvantages From the repair man’s viewpoint, Celoron Silent Timing Gears 
have still other qualities to commend them. Their uniform 
A. Non-metallic; Eliminate metal-to- accuracy saves installation time. Their unvarying dependability 
2. Silent at all speeds ensures the owner satisfaction that builds business, while the ample 
Di, Gey eet nent stocks maintained at convenient points all over the country by 
4. Resilient; Save every part of the N.A.P.A. distributors and jobbers, keep deliveries prompt and sure. 
a DIAMOND STATE FIBRE COMPANY 

- Prolong the life of shaft bearings BRIDGEPORT, Pa. Paris, France London, England Cuicaco, Iu. 

- Accurately cut, they keep timing Diamond State Fibre Co. of Canada, Ltd., Toronto, Canada 


accurate 


- Maintain gas and oil economy 


. Grease-proof, oil-proof, water- 
proof 


5 
S 
7 
8. Prevent tear-downs 
a) 
10. Will not warp or swell 











When at the Sesqui-Centennial, 


visit our Bridgeport, Pa., fac- 
c=! TIMING GEARS 
-eloron an tamond Fibre arc 

———«, manufactured, 
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Show 


‘“Superrenches”’ 
In Sets 


When customers ask for a wrench show ’em 
The “Superrench.” 


as 
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And show it in a Set. 


LOLS IAS MAM 


The man who needs one wrench usually 


~-— se ee oe me a oe ee om me 


ek a ee ee ee ee ee ee ee ee ee 


needs an entire outfit. So show him The 3 
“Superrench” he wants, in a SET. Often he a ee _—— 
takes the complete kit. 
. , i = Write Now for the Booklet R 
Thin-headed, narrow jawed, “Superrenches ome gel spinewontinns Sapaeont 
. . ets. 1x ditterent assortments in tree 
get in and grip where no clumsy wrench aalen at cueamalian, 


could go. And Chrome-Molybdenum steel 
makes ’em break-proof and spread-proot. 


“Superrench” sets are handy helpers in auto- 


i ; ° y rRIOR DROP-FORGED To { 
motive work. Sizes selected permit the great- he OLs 


est utility with the fewest wrenches. And the ee SU PERREN CH” 


roll cases of heavy Olive Drab Twill make (Chrome Molybdenum) 


the set sales bigger. W/ RE N CH : S 
J. H. WILLIAMS & CO,, “the Wrench People’ 


New York BUFFALO Chicago 











0, 1999 June 10, 1926 MOTOR AGE 79 


Tue Two 
D’s 


They stand for dust and dirt—the two great 
destroyers of the automobile’s upholstering 
—they grind and cut the fabric of the cloth. 
The old method of removing them by severe 
pounding is more injurious than dust could 
ever be. A few of these treatments and the 
inside of the car begins to look worn and 
threadbare. 

Summer-time is SEAT COVER time. Show 
your customers how to prevent dust and dirt 
—tell them the advantages of SEAT COV- 
ERS—show them how to prolong the life 


and appearance of the upholstery. 


Se ae 















Mie, | 









a SEMI-COVERS 






COVERS are their greatest protection, and 
your fastest selling and most profitable line 
of COVERS—and, remember, when you sell 
a THOMAS COVER that it is guaranteed 


jee | ) for fit, wear, material and workmanship. 


If you arén’t already a THOMAS dealer, 


write at once for new catalog and attractive 





LOOK 


PSII me age: ae xn » ENTS SO RE REN See RE SS > 
ROD NER RO ERE on <a Sa al 
* ~ 


soo aS 


discounts. 


Be sure to ask for a THOMAS Sample Dis- 


play. It is your silent salesman. 


OOOO ee 
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EO 


THOMAS products sold by most all leading 
jobbers. | 


PONY me 
° on 
Ong 


Sas 









FULL-COVERS 


omens Auto Tor Company 


: Radiator Covers 
ag Tire Covers ee 

















Top Recovers 
me INDIANA Seat Covers 
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“The Only Thoroughly Satisfactory 
Driving Light I Ever Rode Behind” 


That is the opinion of one owner—who is typical 
of thousands of others riding every night with the 


help of the WALDEN FORE-LITE. 


And the same owner—on the night he had his 
WALDEN installed—sold three more to friends 
who were driving with him. We know because 
there was no dealer in their town and they had to 
come to us direct to buy them. 


The Walden Fore-Lite Sells 
at $18.50 


Because Owners Want It! 


That's the whole secret of the WALDEN dealer 
success. Owners want WALDEN FORE-LITES! 
A few dollars one way or the other make no dif- 
ference to them. The WALDEN FORE-LITE is 
the only light of its kind on the market. Its last- 
ing and best selling features are patented. Its per- 
formance satisfies—and it sells. 


It Pays Because Owners Buy It! 


When owners want things, they buy—and when « 


_ they buy, it pays! Owners are buying WALDEN 
FORE-LITES almost faster than we can supply 
them—which is pretty fast. One sells another, and 
the margin of profit for dealers and distributors 
makes every sale worth while. 


Drop us a line and let us give you complete infor- 
mation. Sales in Chicago are through dealers di- 
rect. Elsewhere—exclusive distributors. 


The Walden Company 


2017 S. Michigan Ave. Chicago, Illinois 
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Where Does 
the Grease Go? 


— d Wh 9 — And what about this 
an y & thing called “Tolerance”? 


EBSTER says Tolerance is “‘Allowed varia- 

tion from specified dimensions’ — but the 
story doesn't end there. Take the case of a new 
shackle bolt and bushing. Car manufacturers allow 
a tolerance—or difference in diameter—of a few 
thousandths of an inch to permit insertion of bolt 
into bushing. Theoretically that tolerance is evenly 
distributed around the bolt,—but is it? 


The weight of the car establishes “‘a point of bearing’ 
on one side of bolt, thereby placing the entire tolerance 
at a point opposite. 


How, then, can you force grease between the bolt and 
bushing at point of bearing against the resistance of the 
weight of the car while the open space of the tolerance 
at a point opposite the bearing, offers no resistance what- 
ever to the pressure of grease. 


Naturally, the grease fills the tolerance first and is then 


‘forced out through end of bushing, giving the appearance 


of a well greased bearing and yet no grease has reached 
the point gf bearing! 


And with no lubrication at point of bearing, what can 
prevent friction—and wear? 


And friction and wear rapidly change the “‘talerance’ 
to a difference, furnishing an ever-widening'. opening 


* through which the grease escapes. That's why bolts and 


bushings need replacing! 


There are millions upon millions of chassis bolts and 
bushings worn out every year through insufficient lubrica- 
tion—and spring bolts wear faster than any other part of 
a car—offering a tremendous market filled with profit pos- 
sibilities. 

Get this story to your customers. And be 
sure to tell them WHY Blue Print Bolts and 
Bushings make possible a continuation of 


original equipment. ‘“‘The Tale of a Bolt’’ 
gives the facts;—and it’s yours for the asking. 


The Fostoria Screw Company 
306 Blue Print Ave., Fostoria, Ohio 


Export Office: 30 Water St., New York, N. Y. Cable Address: W idbloco. 
Codes Used: Bentley, A. B. C. 5th Edn., Western Union 





BOLTs BLUE PRINT sustints 
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ncreasing Your Profits 


The lowered price on 
Crystal- Onyx products 
has multiplied the mar- 
ket for them ten-fold. 
Just as each price-cut on 
Ford cars had widened 


out the sales, enorm- 
ously. | 
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pe 





PATENTED 
Nov. 30, 1920 
March 23, 1926 


Other Patents 
Pending 


It's the live, fast-selling things in your stock 
that make you the most profits. Not the 














hie high-priced items you only sell occasion- 
7? ally. 
“4 Crystal-Onyx Radiator Caps, Gear-Shift 
08 Lever Extensions and Balls are turning 
-_ Colonial over more rapidly than other accessories 
- Automatic- showing an equal mark-up. So it will 
olt * 
‘ly L ocking : pay you to feature them. 
Radiator Cap 
vil A handsome, artistic, theft- Order thru 
proof cap made of es J bb 
white brass, richly nickel-plated. 
and De Luxe Senior Model, for all large your Oo er 
the cars, 2 inch Crystal-Onyx Balls, $6.00 Y q ; L 
a Senior Model, for all large cars, 1! ou need not invest heav- 
. inch Crystal-Onyx balls................-.-- $4.50 ily in Crystal-Onyx stock. 
DeLuxe Junior Model, for small cars, 1!/2 : ll 
hen inch Crystal-Onyx Balls $4.00 Your — -_ aed 
re junior Model, for all small cars, 11% inch your non ” you, an 
she Crystal-Onyx Balls $3.50 make deliveries as often 
Senior Model, for all larger cars, without Crys- : 
can tal-Onyx Balls $3.00 aS FOS Say 
Junior Model, for all small cars, without Crystal- . 
“ee” Onyx Balls ; $2.00 Mail the coupon below 
ning for information, service, 
= Colonial Gear-Shift Lever ae or a small trial order. Be 
and Extensions sure to name your jobber 
rica- _ as no orders are filled di- 
; An enormous market for these, because millions of cars i ee | 
pie are equipped with short gear-shift levers. On long trips, rect by the factory. 


especially, the extension permits the driver to sit in a re- 
laxed, untiring position. Fit all cars. Extension Lever with 


2 inch Crystal-Onyx Ball, $2.00. Extension Lever only, $1.00 


Crystal-Onyx possesses the richest 
Crystal Onyx Balls natural onyx markings, but will not 
split, chip or lose its lustre. A real ornament to any car, now very 


much in vogue. A synthetic product, distinguished for its indestruc- 
tibility and permanence. 


inch ball for gear-levers, with interchangeable bushings to 


ht any car $1.25 
Manufactured and Guaranteed by 


GLOBE SPECIALTY CO. 


925 Wrightwood Ave., Dept. 202, Chicago 







Crystal-Onyx Line, c/o Globe Specialty Co. 
Dept. 202, 925 Wrightwood Ave., Chicago. 


f]Please have salesman call. 
[ |Please send information concerning Crystal-Onyx line. 
; |Please send sample line thru jobber at wholesale price. 
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My Jobber is 





Jobber’s Address 





My Name 





Address 
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TAN 


ALLOY STEEL 
~ SPRINGS 








Service You'll Like 


When you order Tuthill 
Titanic Springs you get the kind 
of service you like — and your 
customers like it, too. 


There is a Titanic Distributor 
within telephone distance of 
your shop. If you don’t know 
him, write us for his name. 


Your Titanic Distributor is 
* ready, with a stock of the finest 





springs made, to help you on a 
moment’s notice. Next time you 
have a “rush” job, telephone him 
—his service will please your 
customers. 


After all, that’s what really 
counts. YOUR business and 
OUR business are built on serv- 
ice. For over 46 years we have 
been serving our customers with 
quality springs and today we are 
able to offer you the greatest 
guarantee ever put On automo- 
bile springs. 

Tuthill Titanics, with a hump 
instead of a center-bolt hole, are 
guaranteed FOREVER against 
center breakage. 


Write Today for the Tuthill 


Service Station Plan 





June 10, 1996 
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OIL-AERATOR AND FILTER 


The first device on the market that removes BOTH 
water and gas dilution and sulphurous acid content, 
and dust and abrasives from contaminated motor oil. 


VACUUM FUEL FEEDING SYSTEMS 


The famous ‘“Oil-Vac,” the vacuum fuel feeding de- 
vice that obtains its vacuum from the circulating 
flow of oil—not the intake manifold. ‘“‘No oil—no 
vac—no gas.”’ 


CARBURETORS 


Oldest and largest manufacturers of carburetors in 
America. Makers of the famous Kingston L4K, and 
the Kingston De Luxe Line for popular priced cars. 


GOVERNORS 


The ORIGINAL Fly-ball Governor for Fordsons 
using stub-tooth bevel gear drive. The highest priced 
governor for Fordsons (first cost)—the cheapest, 
SERVICE CONSIDERED. Guaranteed for the life 
of the tractor. 


BYRNE, KINGSTON & COMPANY 


Kokomo, Indiana 
BRANCHES: New York, Chicago, Detroit 
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TUTHILL SPRING COMPANY 
DEPT. 679 - 760 POLK STREET - CHICAGO, ILL. 





| ESTABLISHED 1880 | 


A Continued Story 
of the Industry 


EADING MOTOR AGE 

R every week is very much like 
following the growth of the 
automotive industry in story 
form. 


It is as interesting as a fiction 
serial, and instructive to the 
point of making better and 
more prosperous dealers. 


Reading MOTOR AGE every 


week when it comes, assures 
subscribers that they will stay 
up to date and profit accord- 


ingly. 


/oTor AGE 


| 5 So. Wabash Ave. Chicago, Ul 
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This Makes it Still 
Easier to Sell 
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Ask Every Driver 


“Got Plenty of Patches 
for your 5-Minute Vulcanizer?” 


| TE , 


Yj 
Y 


It sounds like a good way to sell Shaler Patch-&-Heat 


Units, but it’s really the easiest way to sell the “Hole 
Outfit.” 


You'll find that most of the motorists who have 
Shaler Vulcanizers need Patch-&-Heat Units this time 
of the year. The man who doesn’t have a vulcanizer is 
almost sure to buy one if you have the Shaler Selling 
Cabinet on your counter where he can examine the real 
repair and see how easy it is to do the job right. 


Ask your jobber’s salesman how to get this Selling 
Cabinet free, and write us for attractive display material 
to get the full benefit of our big national advertising 
every week in Saturday Evening Post or Liberty, and 
other national magazines. 


C. A. SHALER COMPANY WAUPUN, WIS., U.S.A. 
World’s Headquarters for Tire Repair Equipment 
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This is Not Merely 
an Opportunity 


Its a Monopoly. 


HE new models recently introduced by Cletrac are tap- 
ping bigger sources of really profitable business than 
anything the tractor world has ever known! 

Cletrac Crawler construction means positive traction— 
always—with no power wasted! Cletracs operate efficiently 
Over ice, snow or mud, across ditches and on steep hillsides 
where other types positively will not travel. And note this 
carefully: The cost of other tractors in the same class with 
Model “K” Cletrac on drawbar pull is far higher than the 
Cletrac price. That is why the Cletrac franchise is not merely 
a remarkable opportunity—It is literally a profit monopoly. 


CLETRAC 


Crawler Tractor 


The big fact is that Cletrac has inaugurated a new era in 
tractor construction. Take Model “K” for example. Here is 
a compact, easily-handled machine that literally radiates power 
and efficiency—a sturdy, snappy tractor with greater pulling 
power in proportion to its weight than any other tractor ever 
built. Accessibility of all working parts, plain bearings for 
lower track wheels, “Snap” oiling system which thoroughly 
lubricates track wheels at the push of a plunger—these are 


a few of the features that make Model “K” the marvel of the 
tractor field. 





For agricultural use, road construction and industrial serv- 
ice generally, Cletracs are without an equal. Our national 
advertising campaigns, our liberal floor and retail finance 
plans, our generous discounts and the unquestioned superiority 
of the tractor itself, are building business for Cletrac dealers 
at a rate that is amazing the entire trade. If you are looking 
for a money-making business builder without an equal, write 
or mail the coupon, today, for full details. 


THE CLEVELAND TRACTOR CO. 
Cleveland, Ohio 


——— 
— — —— — 


A 





[ The Cleveland 
Tractor Co., 
Cleveland, Ohio. 


Send complete de- ADDRESS __ 














tails of Cletrac 
| dealership and _fin- 
} ance plan. 
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HUFFMAN MOTOR TRUCKS 


“The Worlds Most Economical 
Haulage Equipment” 








Widely known for abundant 
power, durability, dependability, 
accessibility and standard and 
nationally advertised units. 
Prompt deliveries are made from 
stock on floor. Demonstrations 
now. 


Dealer Contracts 
operative by July Ist. 
Get in touch with the 
Chicago office for full 
particulars now. 











Valley Motor Truck Company 


Manufacturers of Huffman Trucks 


2108-10 S. Wabash Ave. 


Factory at Elkhart, Indiana 


Chicago 
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“There’s a Victor Lamp 
for every 
Automotive Need” 
Ta Cscaman Vicror, Camany 


a2 720 Reading, Road, 
CINCINNATI,.~ OHIO 
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Only FORDS can have it! 
A combined shock absorber and 


SPRING THAT WILL NEVER BREAK 


Revolution in spring suspension 


HAYES EQUIPMENT CO. CHICAGO, ILL. 




















FAST AUTO GLASS EDGING 


GRINDS 
SMOOTHS 
AND 
POLISHES 


EDGES OF 
AUTO GLASS 


Write today—Dept. E 
MAKE THESE EXTRA 





PROFITS 
HENRY G. LANGE MACHINE 
WOR 160 N. MAY ST. 
DEPENDABLE SINCE 1882 CHICAGO 














The OR OLINE hha 


Alan 
Tele DALES 


i &/ 
A gasoline gauge on the ee AE our half page 
s advertisement in this week’s issue Saturday Evening 
we Write for description and proposition to the 
rade. ‘ 
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Peageisgant 


KING-SEELEY CORPORATION 
298 Second Street Ann Arbor, Mich. 
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Chicago Branch, 2450 Michigan Boulevard 





























—" <7 
Transmissions voy Trucks, Busses 
and Clutches Passenger Cars 
QUICK SERVICE ON COMPLETE UNITS OR PARTS 


Broww-LiPE GEAR Co. 


SYRACUSE, N. UW. 























qaith WING LOCKING CAP 


THE LATEST, BEST 

AND LOWEST 

PRICED ON THE 
MARKET 


J 


ade in 
Junior Model G. 


Ford, Gray, Chevrolet, 
‘- Essex, Oldsmobile, Star, 
Overland Maxwell, Willys 
Knight, Chrysler, Dodge, 
Studebaker, Cleveland 






MOTOR 
SAFETY SIGNALS’ 
MADE FOR ALL 
CARS 


JUNIOR = 50 
. SIGNAL s oameeenill 


Faith Mfg. Co.™ 
2539 N. Ashland Ave. 
Chicago, II. 






























for Dealers 


Results in quick stock turn-over, with small invest- 
ment and liberal profits. Without water it removes 
grease, stains, etc., from hands, clothes, unholstery 
paint or enamel. Indispensable in shops, service ~- 
tions and car kits. List 35 


c. 
Write fer discount details, 


States Chemical Compan 
703 W. Fulton St. 














ny 
Chicago, lil. 


SPEE-DEE CLEANS UPa@ | 
























Sells Quick at 


$1.25 
Retail 


TASCO 


Gas Gauge for 
0 


F 
CHEVROLET and 
OVERLAND 





‘THE AKRON-SELLE CO. 
Akron, Ohio 


























More 
Power 

Less 
Fuel 
Zenith - Detroit Corporation, Detroit, Mich. 


VCARBURETOR 




















“OIL CONTROL” PISTON RINGS 


The Motor Necessity That Has Made Good 
Backed by Eight Years’ Satisfactory Service 


THE WEL-EVER PISTON RING CO., TOLEDO, OHIO 


Sold most everywhere. If your dealer cannot supply you write us. 








WELEVER 





Wi 
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‘etindian 760 S. Pierce St. Milwaukee, Wis. 





























Tempered and nickel plated | 

by our own exclusive proc- ° 

ess. Maximum _ strength, 

lasting beauty of finish. 

Write for catalog | 
TO MN 
ay turns ili =" c> ee 








NEXT WEEK 


—is the time to read next week’s issue of MOTOR AGE, 
as you are reading this week’s issue this week. 


Motor AGE 


9 So. Wabash Ave. Chicago, Ill. 
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Especially Prepared for wre W MEM 
AUTOMOTIVE WORK up, 
p\SENER ar SOLDERING ut ¢ " 
AND HOUSEHOLD USE ; ) 


: 37 iS S ites See q aa = 5 
os Behon: seo F -. ey 3 } cae ; 
3 > ‘, = 3 & e. ~ ae] Se Q . 
% y » 3 : Bix ba co . 
x rag & 4 Sey | 
SEK: . - J : be 4 as Patented n U.S and Foreign Countries hss s : 
a ¥ Pie |S : MANUFACTURED BY , 
eats < ach ero’ BE CHICAGO SOLDER COMPANY Feet < 
ae 2 it fe * — S ; 
-_" Dax 


s] NEW arrival not often is so welcome as this twenty 
; pound spool of Kester Acid Core Solder. Kester Acid 
Core Solder, for the automotive repairman, has always meant 
more profit per job because it saves time. The new twenty 
pound spool brings an even lower cost per job because it 
means still more solder per dollar. 


The one pound spool of Kester Solder will always be popu- 

: reo | lar because of its convenience for carrying from job to job 
. ae Ae 4 —but for routine soldering the twenty pound spool hits the 
S| | aan » & nail on the head. Kester Acid Core Solder is also furnished 
on one, five and ten pound spools. Trial size—Kester Metal 
Mender 1/,-lb. coils in cans, 


Order a spool (20-Ib.) from your jobber and prove to your- 
self that you can make more profit per job by the saving of 
time, and the lower cost of material. 


CHICAGO SOLDER COMPANY 
* | 4203 Wrightwood Avenue Chicago, Illinois 
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Buy SMOOTH-KUT Expansion 


(TRADE NAME REGISTERED) 
With FULL spiral flutes that shear metal clean. 


—__|| I 


They cut a 
round, smooth 
hole, without 
chatter—keep an 
edge longer and 
are reground by 
us at cost. 


Patented 
April 7, 1925. 
Avoid inferior 
imitations. 


EM | | C= 





Order through 
Jobber. 


Millersburg Reamer & Tool Co., Millersburg, Pa. 
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| A Complete Line Use Standard Milk Bottles 








i simmml 


— O f Ko ear in S Four bottle outfit $2.25 
P g Six bottle outfit... $3.00 
ngular Contact Thrust Bear- . 
ings, Angular Contact Radial Eight belle outhi...................... $4.00 
Bearings, and Thrust Ball Bear- Mason Jar spouts same price. 
ings of all types, are available 
for you through our manufac- Brass Spouts? Add 15c per spout 





ture. And the assistance of our 
Engineering Department is an 


> 
added advantage without extra Want something new, neat and nove 


‘ Aa. | cost to you. Send 36c stamps for milk bottle spout 
| —y ‘ \ Send us your blueprints and with inside fastener. 
le inquiries. 
THE BEARINGS COMPANY OF AMERICA Jobbers Wanted 





LANCASTER, PENNA. 


m |} L_* sceneries C. C. VAN TINE, Bartlesville, Oklahoma 
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The Book 


The Book “Tough as a Rhino” 








Shows how to gee |JuTiCA NEW YORE CUPPLES DIAMOND JUBILEE 


more work out of 
eae CORDS - EXTON CORDS 
CUPPLES COMPANY, Mfrs., St. Louis 


How to use com- 
A National Institution Since 1851 


ee =. for 
1 | EATON s 
X; SPRINGS 


There’s an Eaton Spring made expressly to fit any 

















































| Toatesitioss Coil, 
Has two primary windings instead of one. Gives a hot- 
ter spark, makes easier starting, gives more power, quicker car, truck or bus. 7 
ey i eee, oe oa The Eaton Bumper & Spring Service 
Company 





The Mallory Electric Corporation, Toledo, Ohio. Cleveland, Ohio 












































Here’s the Way 
to Sell Tire Chains 


Let the package they come in display them. 
By making them easy to buy, you automat- 
ically make them easy to sell. Dealers like the 


29x 4:40 Balloon WESCO carton. Write. 
| STERN C COMPA . 
Te ataecure ee Western Chain Company 


Chicago, U. S. A. C. GOODWIN BRADLEY, Inc., Syracuse, _ we 


BRAD-CUPS 
She Lerfec cf Spring Oiler 
: (Pat. 9-24-18) 

Write at once for our proposition. 
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The tire with the Gum Weld Cushion has 
become the most favorably talked about 
heavy-duty tire in America. 


So it pays to be an INDIA dealer. 








MSKAYs:n BUMPERS 


McKays sell because they add to the beauty of 
the most beautiful car and protect that beauty 





for the life of the car. 


UNITED STATES CHAIN & FORGING 
COMPANY 
Union Trust Building, Pittsburgh, Pa. 
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INDIA TIRE & RUBBER CO., : AKRON, OHIO 






































UNITED STATES Built by the old- 


Portable Electric est maker of 
STORE FRONTS 


Portable Electric 
DRILL Drills in the 
World. 
Write for Special Book Garage Front 


THE KAWNEER CO., 3724 Front St., Niles, Mich. catsioy 105 THE UNITED STATES ELECTRICAL TOOL CO. 
Cincinnati, Ohio, U. S. A. 





Kewneer 
























































TURNED — QUICK SEATING — OIL 
PISTON RINGS 
BURD HIGH COMPRESSION RING CO., ROCKFORD, ILL. 


























































































































Let us TTT 
send our 
profit- 
4 4. __THE LARKIN AUTOMOTIVE PARTS Co. __ —— ; 
Curtis Pneumatic 1527 Kienlen Ave. Sem meme we Free Dar 
Machinery Co. St. Louis, Mo. a eSneay| S me 
BOSCH units IKI | ys | CAlarm O - K sam 
thy 4. Ignition 
ree tage L ti d 
Franchise details for selling ORIGINAL BOSCH at left. Thea. scar ocks ign lon and sounds Pert 
a ceeasiee Banat wil be ae to any Dis are the iden- nov ai if Campev rey | with a Ne 
aelelticcl aun Os cake aoa saan iclelelimmelmeaeltiace ren eh 
ROBERT BOSCH MAGNETO CO., Inc. ity-famous LoCM Is ~KNIGHT ~ Wy © BO) Op Dp Can Tac. 
109 West 64th Street New York, N. Y. since 1887. SPRINGFIELD ~ ataeee een ee 604 
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Stops Pump Shaft Leaks 
Immediately and Permanently 


Conneaut Plastic Metallic Packing molds in 
the fingers to fit stuffing-boxes of any shape 
or size. It is a repair for the worn shaft and 
loose bushing. At your Jobbers in 1l-pound 
and 5-pound cans; if not, write us. 


Pranens CONNEAUT PACKING COMPANY 
This Conneaut, Ohio 
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The Packard Electric Co. 
Ohio 


Warren, 
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2” WESTINGHOUSE AIR SPRINGS 


The finest known method of shock absorption 


THE WESTINGHOUSE. AIR SPRING CO. 


Factory and General Offices, New Haven, Conn. 


New York Boston Philadelphia Cleveland 
Chicago Atlanta Los Angeles 








Manufactured and sold under license of P. J. F. Battenburg, Racine, Wis. 
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THE “BAT” 
Super-Charger 


A practical system of super-charging for 
passenger cars, trucks, tractors, marine 
engines, aviation engines, stationary en- 
gines, etc. Simple, easy installation. 
Practical. Prices range as low as $7.50. Write for details. 


P. H. Webber Compan 


y 
Racine Industrial Plant, Building No. 12, Racine, Wisconsin 




















The SO-LO JACK 


a0. 4 $6.00 Retail 
oO Cer West of Mississippi $6-:58 
Ne 4%” LOW—HIGH 15%” 
The REAL Balloon Tire Jack 
>. at All Steel Construction 
e w 


POWERFUL—STURDY—EASY TO OPERATE 
A Sure Seller with your Trade 


SO-LO JACK CO., Inc. 














108 Massachusetts Ave., Boston, Mass. 
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CUSTOM @ BUILT 
| Kise! Motor Car Co., Hartford, wie, 








QUALITY—PROFIT—TURNOVER 
American 
jem nered 
American Hammered Piston Ring Company 
Baltimore, Maryland 
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“As Silent as a Shadow” 


Quincy Compressors 


Quincy, [Illinois 
J-538 





























Rewinding ing Service 


New Rewind Profits—See an- 
nouncement every 4th week. 
Write now for price list. The 
. M. Fredericks Co., Lock 
Haven, Pa. 
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AHLBERG BEARING COMPANY | 


521 EAST TWENTY NINTH STREET. CHICAGO ILLINOIS 





Srest-O Lite 


Automobile and Radio Batteries 


Write for our interesting dealer proposition. 
It means bigger profits for you. 


The Prest-O-Lite Co., Inc., Indianapolis, Ind. 
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Jobber’ 
Spring and Solid Pressure in one Hone 























CLASSIFIED ADVERTISING 














HELP WANTED 





HOUSE OF A MILLION 
AUTO PARTS 


The largest stock of new and used car and truck 

darts in the world. We have everything. Always 

Mention model and serial number in order. Write 
All inquiries answered promptly. 


DOUGLAS AUTO PARTS CO., INC. 
edd 5-7-9 South State St., Chicago, Il. 
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AUTO PARTS 


. SAVES 50% TO 75% ON ALL CARS 

ew and Used —. and Axles—Cylinders— 
Motors—Rear Systems, etc. Wire or Write 

coe. INDIANA AUTO PARTS CoO. 
® N. CAPITOL AVE., INDIANAPOLIS, IND. 
ee CAR WRECKERS IN INDIANA 





DIESEL ENGINEER WANTED 


BUSINESS OPPORTUNITIES 








“Clearing $400 month with my Haywood Vulcan- 


A large machinery manufacturer wants an_ experienced izer. Some return on a $350 investment.” Tire 


Diesel Engineer who is not only familiar with the design 
and construction of Diesel Engines in sizes under 100 
H.P., but who has also had practical experience in 
their care and operation. In your application please 
state age, education, technical and practical experience 
and salary expected. 
for the right man. None but experienced men need apply. : 
Box 6272, MOTOR AGE, 5 S. Wabash Ave., Chicago. 


PATENTS & PATENT ATTORNE TS 


repairs paying big. We furnish everything. Train 
you free. Easy terms. Haywood Tire Equipment 
Company, 1318 South Oakley Avenue, Chicago. 


This is an excellent opportunity 














HELP WANTED 











Attorney-at-Law and Solicitor of Patents 


C. L. PARKER 
Formerly Member Examining Corps, United 
States Patent Office 


American and foreign Patents secured. Searches made 
to determine patentability and validity. Patent suits 
conducted. Pamphlet of instruction sent upon request. 


McGill rohan WASHINGTON, D. Cc. 


WANTED: Thoroughly reliable, competent sales- 
men to represent us in some of the larger centers. 
Salary and commission. Must have aptitude for 
machinery. Quincy Compressor Co., Attention of 
A. T. Dorsey, Quincy, III. 





SALESMEN WANTED in several States to 
handle The Winther Spoke Tightener. Every shop 


a 
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needs one. C. W. Winther, Fresno, Calif. 
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You'll Get Old 


soon enough without con- 
necting rod worries and— 
those same worries will 
cost you money but—with 
Watkins rebabbitted con- 
necting rods there is no 
grief and—you make a 
good profit and — your 
customer becomes a 
booster so— 


“Let Watkins Rebabbitt Them” 


NEW YORK 
33 W. 60th St. 


PORTLAND 


14th and Everett St. 


INDIANAPOLIS 
19 W. South St. 


DENVER 
1818 Blake St. 


HARTFORD 
28 High St. 


OMAHA 
1006 Douglas St. 


WATKINS 





CHICAGO LOS ANGELES 
57-61 E. 24th St. 1007 E. 9th St. 
WASHINGTON MEMPHIS 
1322 14th St. N. W. 278 Washington St. 
TORONTO 
TOLEDO , 
1942 Putnam St. CANADA 
122 Adelaide St. W. 
SEATTLE 
ST. LOUIS 
725 E. Pine St. 4216 W. Easton Ave. 
SYRACUSE CLEVELAND 
211 Wyoming St. 5109 Euclid Ave. 
PITTSBURGH WATERLOO 


5706 Harvard St. E.E. N. E. East 4th St. 





REBABBITTING 
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wae Advertisers’ Index is published as 
art of the advertising contract. 








a convenience and net as 
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A. C. Spark Plug Co.............. — 
Ahlberg Bearing Co., Inc........... 87 
Akron-Selle Co. ...............--.--.--.:+++ 84 
Albertson & Co. 62 
American Bosch Magneto Corp. 

65 & 66 
American Chain Co, 8 





Amer. Hamm. Piston Ring Co. 87 














Bearings Co. of America............ 85 
Bosch, Robert, Magneto Co..... 86 
Bradley, C. Goodwin, Inc........... 86 
Brown-Lipe Gear Co. 84 
Brunner Mfg. Co. 86 
a, renee 86 
Burd High Compression Ring 
Co. 86 
Byrne, Kingston & Co. 82 


Chandler Motor Car Co............... 
Back Cover 

















Chevrolet Motor Co. 47 
Chicago Solder Co. 85 
Cincinnati-Victor Co. 84 


Classified Advertising Section.... 87 








Cleveland Tractor Co. 83 
Conneaut Packing Co. 87 
Cupples Co. 86 





Curtis Pneumatic Mach. Co....... 86 


Delta Electric Co. 61 





Diamond State Fibre Co........... 77 


Du Pont, E. I. De Nemours & 
Co. 59 





Eaton Bumper & Spring Serv- 











ice Co, — 
a 84 
Fisk Tire Co. . 68 
Fostoria Screw Company............ 80 
Fredericks, H. M., Co................ 81 
Fulton Co., The...................52 & B 
Gates Rubber Co.................. Jane 
Gemco Mfg. Co................... nee MH 
 - SR 
Globe Specialty Co............. reer 81 
Hall Mfg. Company, The......... =! 
Hammett Mfg. Co. nessa ae 
Hayes Equipment Co................- 8 


Holmes, Ernest, Co................-- 
Hupp Motor Car Corp...2nd Cover 
Hyatt Roller Bearing Co.........-.- 49 
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King-Seeley Corp. 84 
Kissel Motor Car Co..............--..--. 87 
laminated Shim Co., Ince......... 3 


lange, Henry G., Machine 
Works 84 





larkin Automotive Parts Co..... 86 





lepel Ignition Corp..................... 15 
lincoln Products Co..................... 74 
lomis-Knight-Miller, Inc......... 86 
lycooming Mfg. Co....................... 90 
Mallory Elec, Corp., The.......... 86 
Manley Mfg. Co................. 3rd Cover 


Millersburg Reamer & Tool Co. 85 


Moon Motor Car Co..................... 1 
Oakland Motor Car Co......... 70 & 71 
Packard Electric Co., The........ 87 
Permite Piston ee ee 72 





Pierce-Arrow Motor Car Co., 
The 








beatin 54 
Piston Ring Co., The 55 
Prest-O-Lite Co., Ime..........-..---- 87 
Quiney Compressor Co................. 87 
Rose, Frank, Mfg. Co................. 50 
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Sherwin-Williams Co. ................ 76 
So-Lo Jack Co., Inc. 87 
States Chemical Co. 84 
Stevens & Co. 4 
Stewart-Warner Speedometer 
Corp. 51 
Studebaker Corp., The................ 5 
Thomas Auto Top Co................. 79 
Timken Roller Bearing Co., 
The 7 
Tuthill Sporimg Co......................... 82 
U. S. Air Compressor Co......... i: 
U. S. Armature & Motor Serv- 
ice 6 
U. S. Chain & Forging Co......... 86 
U. S. Elec. Tool Co, . 86 
Valley Motor Truck Co............. 84 
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Gi, To ciniccnecccsccccccncccoteces 80 
Ce 67 
Watkins Rebabbitting Service 88 
po ee 87 
Wel-Ever Piston Ring Co......... 84 
Western Chain Co......................... 86 
Westinghouse Air Spring Co..... 87 
Whitney Mfg. Co., The................ 89 
Willard Storage Battery Co... 64 
Williams, J. H. & Co............ a 
Zenith-Detroit Corp. .................. 84 














MR. REPAIRMAN 








EVERY 





SILENT 


You make one more satisfied cus- 
tomer. 


He will not need another timing 
chain, of course, but he will not 
forget you when he needs other 
service. 


Ask Your Jobber or 
Mail Us the Coupon Below 


The Whitney Mfg. Co. 
Hartford, Conn. 


I Want that book on chain specifications. 
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[] Service Station [] Fleet Owner ([ Parts Jobbe 
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Joining hands to haul the 
Worlds cargo and passengers 


Time and space are the parents of transportation. 





Goods must be delivered when wanted or commerce lan- 
guishes. Men must meet appointments to maintain an intact 
faith. Children must reach their desks at the scheduled 
hour to learn respect for promptness. 





In dependable transportation lies the answer to these 
elements of time, of confidence, of respect. 


In the full knowledge and appreciation of this fundamental 
fact, the International Harvester Company has, from the 
start, built dependability into even the smallest detail of 
its speed trucks and busses. 


Nothing has been adopted without study, no change made 
without test. 


In such a situation, it is interesting to note that Lycoming 
Motors have been powering International Speed Trucks 
and Model S. L. Busses for five years. 


LYCOMING MANUFACTURING COMPANY 
Makers of fine Fours, Sixes and Eights-in-Line 
WILLIAMSPORT :: PENNSYLVANIA 


Export Department, 44 Whitehall Street, New York City 
Member of Motor Truck Industries, Inc. of America 


LYCOMING 
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MANLEY 


Pneumatic Tire Inspector 





Operated by your tire inflation system—no manual effort required— 
turn valve to spread tire—turn valve to permit tire to return to 
normal—can be used for inspecting inside or outside. 


| 


Another great time and labor saver by R. E. Manley, originator of the Automobile Wrecking Crane. 











Operates by air pres- 
sure from your tire 
inflation system. 


Saves time ‘and effort. 


esCouUC#xXnlhlrh 


Controlled by two 
lever valves. 


Will keep tires spread 
indefinitely. 


Machine is portable, 

being mounted on 

wooden base, as illus- 
trated. 

















Handles all tires up to 
6"' and balloon tires up 
to §''. 


Is used for inspecting 
inside and outside of 
tires. 


Quickly adjusted to 
hold tires any size in 
upright position. 


Protected electric light 

socket is provided for 

illumination of inside 
of tire. 





Price unusually low 
for power operated 
machine. 
































CAT. No. 909 
Price complete, as illustrated.............. -$44 
Your Jobber Can Supply You 
For new 1926 Catalog describing the entire Manley 
line write to 


MANLEY MFG. CO., YORK, PA. 
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T the end of this page is a name that 
spells money, independence, perma- 
nent success, for hundreds and hundreds 
of automobile merchants who recognized 
Opportunity when they saw it—and got 
where they are by seizing it. 


The Chandler franchise is prized by 
those who hold it—for its fairness, for the 
cooperation coupled with it, and most of 
all because it is profitable. 


There are available, here and there, a 
few Chandler dealerships and distributer- 
ships—in highly desirable, prosperous 
territories. We invite inquiries. 


THE CHANDLER MOTOR CAR COMPANY ° CLEVELAND 
Export Department: 1819 Broadway, New York City 
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